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Features This Week 


g Cecil Shallcross on Agency Qualification 


North British & Mercantile Executive Comes 
Out in Favor of Cooperative Move on the 
Part of Agents and Companies to Draft a Suit- 
able Measure. 


g Monthly Production Calendar 


A Chart for Fire and Casualty Insurance 
Agents Listing a Selling Suggestion for Every 
Working Day in November. Also a Sales 
Letter on Explosion Insurance. 


g Concerning farthquakes 


Featuring the Reappearance of Cuthbert, Jr., 
and His Dad, the Principals in an Engaging 
and Instructive Dialogue by John Ashmead. 


q Institutional Advertising 


Henry Camp Harris, Ardent Proponent of Co- 
operative Advertising, Urges Its Adoption on 
a National Secale for the Life Insurance 
Business. 
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REAL engineering feat “The New Cascade 


Tunnel” the longest in America was com- 


pleted and opened during 
January 1929. This 8 mile tunnel 
through the Cascade Mountains 
shortens the old route 8.88 miles, 
lowers the summit elevation 502 


feet and lessens the grade by .13 
per cent. It, also, eliminates 


19,332 feet of tunnels and 
39,870 feet of snowsheds. The 
electrification of the railroad af- 
fords clean and pleasant train 


THE HOME 


ORGANIZED 1853 


Strength = Reputation 








al Cash Capital, $24,000,000.00 a 


Net Surplus 
$36,398,755.35 
(Accumulated over 76 years) 
Surplus to Policyholders 
$60,398, 755.35 
Additional Funds 
$38,936,368.00 


(Pro Rata Unearne d Premiums ) 


Reserved 
for Miscellaneous Accounts, Taxes, Dividends, 
and Other Obligations 


$12,754,865.55 
Assets 
Cash on hand, funds conservatively invested 
L or current balances payable when due 


$112,089,988.90 
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operation through the long tunnel and avoids du- 
plication of steam and electric power in the moun- 


tain district. >’ The Home of New 
York” renders an engineering ser- 
vice that is available throughout 
the country for the insuring public. 
These fire prevention engineers 
will co-operate with the architect 
in planning new buildings or re- 
modeling old ones soas to make 
them as fire resistive as possible. 
Such service provides greater 
security of life and property. 


NEW YORK 


WILFRED KURTH, President 
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This Week: 


@ The appearances of Cecil Shallcross, 
United States Manager of the North British 
& Mercantile Insurance Company, on the 
platforms of agents’ conventions are rare. 
For the first time in over ten years he ad- 
dressed such a gathering last week in 
Pennsylvania and his remarks on Agency 
qualification, sole agencies, agency con- 
tracts and the Insurance Executives Asso- 
ciation are of the greatest importance to 
agents and executives throughout the 
country. 
= * * 


@ Agents can’t overlook a bet these days. 
Reading Jarvis Mason on Parcel Post In- 
surance may mean many extra commission 
dollars to you. Other material for fire and 
casualty producers will be found in the 
Monthly Calendar and in the Sales Letter 
page. 
* — * 

@ We think you'll get a kick out of Cuth- 
bert, Jr., and his dad, especially if you at- 
tended the N.A.J.A. convention at Los 
Angeles this year. 


Next Week: 


@ What is better than a voice with a smile 
in selling? The answer, according to Edgar 
Paul Hermann, is “The voice with a pleas- 
ing, right out loud belly laugh.” He pre- 
sents another of his popular “Chalk Talks” 
to show how a pleasant voice helps the 


salesman sell. 
. = * 


@ In discussing Policy Trends in 1931 be- 
fore the American Life Convention, Wen- 
dell P. Coler showed that juvenile con- 
tracts have made marked recent advances. 
Next month’s special coverage will deal 
with children’s endowment policies. A 
calendar, giving day-by-day sales hints for 
the life agent and a specially written sales 
letter will be features of the October 29 
issue. 
* * * 


@ A statistical record showing per cent to 
mean policies in force of terminations by 
surrender and lapse for twenty-eight life 
insurance companies from 1911 to 1930, 
inclusive. 





Fire Premium Replacement 


IRE insurance agents as well as companies in 

the past two years have suffered income loss from 
various causes, though they all originate from the pres- 
ent business conditions. Shrunken values, depleted 
payrolls, and discontinued or decreased business has 
resulted in nation-wide policy decreases or lapsation. 


To meet a somewhat similar situation in the life in- 
surance field, where there is a decreased income to pol- 
icyholders, but no shrinkage in real value, that business 
has supplemented its production efforts with intensive 
conservation work. As a result of well organized cam- 
paigns the lapse ratio in life insurance has been checked 
and immense waste which otherwise would have oc- 
curred has been prevented. The benefit to companies 
and agents is obvious. 


It would seem that sound business judgment dic- 
tates the institution of a coordinated program in the 
fire and casualty field to regain the lost policies by the 
institution of specialized drives for business, as well as 
by well programmed collection methods. Overdue 
premiums are one of the greatest sources of premium 
losses. A premium replacement campaign is possible 
for every agent. Well planned work is essential for it 
includes a survey of the business and of the needs of 
each particular client now on the books. This will dis- 
close many instances where new policies may be placed 
to overcome premium losses on existing policies. It is 
true that the sideline business is to an extent retarded 
by a multiplicity of expiration dates which tend to an- 
noy the policyholders, but a progressive agent will elim- 
inate this factor by rearrangement to permit expirations 
to fall upon a common date. 


A premium replacement campaign, thoroughly under- 
taken and enthusiastically followed by every fire and 
casualty insurance agent, will not only prevent income 
loss to them but also prevent policyholders becoming 
subjected to staggering losses from protectable sources, 
and, in consequence, still further lower total premium 
volume. T. J. V. C. 
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THE convention season may 
be over, but its neither too 
early nor too late to talk about 
next year’s season. Many of 
the executive committees of the associations con- 
sidered the 1932 season even before they had done 
with the meetings just passed. There seems to be 
a feeling that dates, places and distances are begin- 
ning to conflict. The Insurance Advertising Con- 
ference has suggested a convention clearing house 
for the purpose of reviewing convention plans be- 
fore they are completed. If established this clear- 
ing house would serve as an invaluable source of 
information to all convention managers, and would 
no doubt contribute a great deal of efficiency and 
help to the insurance world. Opinion in other ses- 
sions as to the desirability of holding a great many 
of the conventions in one city during a specified 
time was also expressed. 

Whatever comes of either of these ideas, those 
in charge of the 1932 conventions will do well to 
consider carefully all points before making a final 
selection. They should take care that the sessions 
are not held too far distant for the majority of their 
membership to attend, and that they are held in a 
spot where outside interests will not distract from 
the expressed business of the meeting. Since a 
great many of the members of one organization are 
likely to be members in another organization as 


well, the problem of conflicting dates is vital. 
. . * 
IT was a significant fact that 


A Convention 
Clearing House 


Agenc 
_?, two of the leading speakers at 
Qualification 
the annual convention of the 
Laws 


National Association of Insur- 
ance Agents at Los Angeles paid particular attention 
in their formal addresses to the question of agency 
qualification laws and that the same subject was also 
discussed by the leading speaker at the annual con- 
vention of the Pennsylvania Association of Insurance 
Agents last week. 

Charles D. Livingston, insurance commissioner of 
Michigan and newly-elected president of the National 
Convention of Insurance Commissioners, Wilfred 
Kurth, president of the Home Insurance Company 
of New York, and Cecil F. Shallcross, United States 
manager of the North British & Mercantile and pres- 
ident of its American affiliates, the Pennsylvania, 
Commonwealth, Mercantile and Homeland, are the 
men referred to. Each of them expressed himself in 
favor of agency qualification rules or laws. Com- 
missioner Livingston asserted that the agency or- 
ganizations and the company organizations should 
agree upon some reasonably effective qualification 
law that would protect both. Such a law, he said, 
could be passed in every State in the Union, “pro- 
vided you are united.” 


Editorial 





With the Editors 






Mr. Kurth asserted that a qualification law, jointly 
drafted by those concerned, could be made applicable 


everywhere. He added the significant remark: “En- 
lightened company opinion has undergone a pro- 
nounced change in regard to such laws.” 

Mr. Shallcross, whose address is printed in full in 
this issue of THE SPECTATOR, said that the companies 
and the agents should together draft sound agency 
qualification practice befitting present country-wide 
insurance conditions and then cooperate on its adop- 
tion. He said that the present helter skelter appoint- 
ment of agents is not creditable to the company nor 
to the business. 


The question of agency qualification laws has been 
long debated. The agents, through their organiza- 
tions, have often expressed their belief that such laws 
should be enacted—real laws and not “innocuous and 
practically valueless,” as Mr. Kurth characterized 
the form for one some years ago agreed upon by 
agency and company representatives. Some com- 
pany executives in the past also have expressed ap- 
proval, but many have been strongly opposed to 
them. 

Our opinion as to the need of agency qualification 
laws is now, as it has been for some time, that they 
will benefit the whole business of insurance—the 
companies, the agents and the policyholders. It is 
not necessary now to restate our reasons for such a 
belief, but we do feel, as we have said, that it is 
highly significant when the head of the National 
Convention of Insurance Commissioners and two of 
the leading fire company executives in the country 
so whole-heartedly advocate this need and point out 
practically parallel methods of procedure. 


* * * 


EVERYBODY talks about 
conservation but it is not likely 
that one could paraphrase 
Mark Twain’s well known re- 
mark by saying no one ever does anything about it. 
A great deal is being done about it, in truth, but not 
nearly enough as the continued lapsation of pulicies 
will attest. Companies all utilize voluminous litera- 
ture in conservation effort. Many have established 
special departments to handle nothing but this work. 
Undoubtedly the agent is the man who has it in his 
power to do the most good in this direction and often 
the job is put squarely up to him. Very often, how- 
ever, the agent has been heard to declare that his job 
mainly requires the writing of new business and that 
it is the company’s responsibility to keep it on the 
books. It would seem appropriate, therefore, for the 
home office to preach conservation to their own 
agents as well as to the prospect, and sell them thor- 
oughly on the idea. 


Whose Job Is It 
to Save Policies? 
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ASELIVE THIRDPARTY SMOKES 








ISCUSSING unemployment, de- 
D pression, etc., the other night in 
connection with President Hoover’s 
radio appeal to the American public for 
relief funds, the inimitable Will 
Rogers observed that we are the only 
nation in history to go to the poor 
house in an automobile. Mixing, as he 
always does, humor and hard-headed 
logic in equal proportions, Mr. Rogers 
offered hard work as the best medicine 
for our business ills. He said there 
is no use sitting around “waitin’ for 
those ‘cuckoo times’ of 1926-29 because 
they ain’t comin’ back.” The trouble 
would appear to be, as he sees it, the 
people with jobs don’t want to work 
and the people who want to work 
haven’t any jobs. And he considers 
present times more nearly “normal” 
than any period in recent years. 

x = o 

HERE is no question but what 
fom times are not normal times 
for a great many thousands of unem- 
ployed men—men who in past years 
never knew a day’s idleness. To such 
unfortunate individuals these are both 
depression and depressing times and it 
is to be hoped that better days are not 
far ahead. But on the other hand 
there are millions of workers, with 
earnings practically unimpaired, for 
every thousand of the idle. The state- 
ment that the depression is purely 
mental, a state of mind, is getting to 
sound almost as trite and hackneyed as 
“fundamentally sound” did a year or 
so ago but the phrase truly applies to 
the majority of American citizens. A 
year and a half of hard times talk has 
made them cautious. They are not cer- 
tain that their jobs will last another 
year. A great many hoard their money 
and a very natural impulse it is, to be 
sure. 

* * * 

T does seem, though, as if the times 
I are made to order for life insurance 
selling. On the one hand we have a 
wave of thrift and saving sweeping 
productive America, with savings banks 
deposits at record figures; at the same 
time the unhappy experience of a few 
banks has weakened the former im- 
pregnable position all banks held in the 
minds of the public, so that men with 
money to invest should be especially 
receptive to the investment advantages 
offered in life insurance. Putting 
money into a life insurance contract 
means putting money into circulation, 
through company investment channels. 
It removes the stigma attached to the 
term “hoarding.” It permits saving 
with safety. 
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NOTICE that Dr. Harold S. Hu- 
| bert, a Chicago psychiatrist, recent- 
iy informed the National Safety Con- 
gress that 95 per cent of all accidents 
are due tc man failure. I do not doubt 
the correctness of the Doctor’s state- 
ment. In fact I rather wonder if 95 
per cent is too low an estimate. Some 
accidents, of course are accidents in 
the strictest sense of the word and 
in which nothing the victim did or 
could have done would have prevented 
them. I had a friend who was walking 
along a New York street one day two 
or three years ago. It later developed 
that a man whose name he never had 
heard had gone to his lawyer’s office 
that same day, and feeling that he had 
been wronged, threatened to shoot up 
the place. One of the lawyers leaped 
out of a window and landed on my 
friend, killing him. 

eS @& © 


UT such accidents are rare. Usual- 

ly we have ourselves at least 
partly to blame if we are hurt. Some 
years ago I had semething to do with 
the safety campaign conducted by a 
great life insurance company. It was 
amazing to find how employees in fac- 
tories would frequently go to a great 
deal of trouble to get themselves in- 
jured. Machinery that would be so 
protected by means of safety devices 
as to seem absolutely fool proof was 
not always so. Wire placed in front 
of fans had to be replaced by wire 
with so thin a mesh that the employees 
could not stick their fingers through 
to have them cut off or badly injured, 
as they frequently did. 

ca oa * 

HE practice of employees sticking 

their heads into elevator shafts to 
see if the car was coming was greatly 
deplored. In one factory where my 
company made safety inspections the 
inspector pointed out to the owner the 
reed for certain guards on the elevator. 
“Someone is bound to stick his head 
in to see where the elevator is and that 
is very dangerous,” he said. He then 
stuck his head in the shaft to show 
how easily it could be done without a 
guard and as he did so the elevator 
descended with great rapidity and hit 
and killed him. 

Dr. Hubert is right and the insurance 
companies that conduct safety cam- 
paigns, as well as other organizations 
with the same purpose, are wise in 
stressing the fact of education of the 
young and others along safety preven- 
tion lines as well as the perfecting 
devices to make it more difficult for 
persons to be killed or injured. 





CHANCED to meet the editor of 
] the well-known “Big Bill” column 
in the Eastern Underwriter the other 
day and received a gentle chiding from 
him for printing an implication that 
columnists have an easy time of it. 
“Big Bill” was most certainly justified, 
not only because his column is three 
times the length of mine, but because 
all columnists have a tortuous time 
of it. 

* * «* 

RITING a column has attached 
\ \ to it all the strain and embarrass- 
ment of speaking in public from a plat- 
form, only I think it is a trifle more 
trying because you never know whether 
your stuff is getting across or not. In 
this connection it occurs to me that I 
have never known a columnist who had 
a speck of confidence in his work. 
Walter Winchell, who has had phenom- 
enal popularity as a columnist, has 
been known to hand his copy to an 
cffice boy and ask him if he thought it 
was “all right.” A well-known humor- 
ist once confessed to me that nothing 
he had ever written seemed the least 
bit funny to him. For myself, I al- 
ways think that the linotype operator 
smothers a derisive snigger when I 

hand him my stint. 

* * * 

NOTHER painful feature of this 

A columning business is that you’ve 


got to be an exhibitionist. You can 
have no inviolable secrets inside the 


libel laws; you can hold nothing, how- 
ever dear, sacred. Your best friend, 
your wife, your boss, your secretary, 
all have to walk the plank if they’re 
good for a line of type on the flimsiest 
excuse. Your own feelings are the 
last to be considered and in fact, the 
one sure-fire method of pleasing your 
readers, in one way or another, is by 
making a complete ass of yourself. 
* * * 


HEN you run a column you re- 
\ \ gard everything about you as pos- 
sible food for the gluttonous maw of 
the press. You save your own jokes 
and steal other people’s. For a great 
many years I counted as one of my 
dearest friends the editor of “The Third 
Party” next door. We lived as ideal 
reighbors at 39 Grove Street. When I 
decided to move, he did, too, not being 
able to stand the thought of living there 
without me. And then the rat beat me 
to his column with a humorous account 
of our joint experiences! He can have 
his quip; he can have the whole blamed 


column. After four years, I’m turning 
it over to him next week. I’m going 
straight. 
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AND LEAD 
WE DID! 


Life Insurance The Torch Bearer 


in ‘31; How To Maintain That 


Leadership in Future Years 


By HENRY CAMP HARRIS 
Vice-President, Texas Security 
Life Insurance Company 


* 


eC eryone connected with the business of 
life insurance appreciates fully its glitter- 
ing record of the past year, but the author 
asks “Does the public know of the great 
service rendered by our companies?” He 
thinks not and believes our great oppor- 
tunity for future progress lies in the 
adoption of 

advertising. 








* 


~~ 
NE year ago this month I wrote 
() an article for THE SPECTATOR on 
“Let’s Lead Them Out” with the 
challenge ‘““‘Why should not the life in- 
surance business be the corporate Moses 


nation-wide — a 
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Ir Was A YEAR oF Harb WorkK FOR THE AGENT 


dollar and every life insurance value 
remains at par. 

But really, how many people outside 
of our business know of these great 
services rendered daily by our com- 


that will lead other lines of business panies? 

out of the wilderness?” How much longer will we delay that 
And lead we did! In the first six great cooperative educational cam- 

months of 1931 American life insur- paign? Can’t we at least unite in this 


ance companies gained one and one- 
fourth billion insurance in force. This 
gain from new business was made in 
the midst of the greatest policy loan 
demand ever experienced by the institu- 
tion of life insurance. . 

As another sea-wall—the life insur- 
ance companies have held against the 
economic storms of 1930-1931. Tested 
by wars, flu epidemic, and economic 
depression, these great service institu- 
tions hold fast and serve more. 

While banks, trust companies, build- 
ing and loan associations and manufac- 
turers of almost every product have 
necessarily curtailed their activities in 
the past year, the life insurance busi- 
ness has moved steadily on to higher 
achievement. All death and 
disability claims have been paid 
promptly, mortgage loans have been 
made for home owning and business 
construction, bonds of cities, counties 
and the nation have been freely bought. 
Living policyholders have received a 
larger cash sum from these companies 
than has been paid to beneficiaries. 


levels of 


Not a single policyholder has lost a 


league of effort that should do many 
things for us and for our policyholders? 
Every executive who thinks it through 
will agree that 
tional campaign in press, and maga- 
zines, would certainly assist in conser- 
vation by diminishing the policy loan 


a ec operative educa- 


evil. The small grass fire spreads into 
a disastrous conflagration unless 
checked early. The fire is not out. 


The tin bucket brigade of the individual 
company is not proving effective. Let’s 
call out the big fire department of 
collective effort. We preach collective 
investment and protection methods— 
let’s practice some of them. 


A Conservation Asset 

The widow will find lapsed policies 
“Among Her Souvenirs.” The smal! 
policy loan is a bruise or cut, if neg- 
lected, infection will surely set in and 
the policy dies. We know this. Teach 
re-payment plans. The same desire for 
protection that prompted purchase of 
the policy in the first place will prompt 
the policyholder to reclaim his policy if 
he is again sold on the value of life 





insurance service. Let’s stop loans be- 
fore they are made. 

Cooperative educational advertising 
of our business will create good will, 
reduce unfair legislation, assist con- 
servation, stimulate new business, re- 
duce agency mortality and greatly as- 
sist us in recruiting higher type repre- 
sentatives. Any one of these will 
justify the expense of a campaign. 

Why have ten States already passed 
old age pension laws? Why are other 
States ready to follow? Why are some 
States even considering pensions for 
dependent wives and mothers? 

Are we really playing fair with our 
great army of representatives? All of 
our competitors for the individual’s 
dollar lay down a barrage of advertis- 
ing in front of their salesmen. A 
similar barrage from us would reduce 
our casualty list and assist our troops 
in advancing further. We surely hav 
the price of ammunition. Let’s invest 
some of our funds in this common 
cause. 

If life insurance is the only financial! 
serum, the toxoid, that will prevent 
family poverty and dependent old age. 
then are we giving a true account of 
our stewardship if we fail longer in 
seeing to it that everyone knows of our 


service? Let’s start this cooperative 
educational campaign at once thus 
continuing our job as the corporate 


Moses and fulfilling our obligation to 
mankind. 
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Agents Qualification Measures Endorsed 
Address by the U. S. Manager of the North British 


& Mercantile Insurance Company at the Meeting 
of the Pennsylvania Association of Insurance Agents 


OR many years I have declined in- 

vitations to address agents’ con- 

ventions because I could think of 
nothing that had not already been said 
better by someone else. 

My acceptance of the invitation to 
talk to you today was not because those 
conditions have changed, but because 
my contacts (as a member of the East- 
ern Underwriters Association Com- 
mittee) with the representatives of the 
Pennsylvania Insurance Agents Asso- 
ciation at the several conferences held 
in New York were so agreeable to me, 
and because I shared with your repre- 
sentatives, as did all the members of 
the companies committee, keen disap- 
pointment that the negotiations did not 
produce results more to your liking. I 
am far from saying that those negoti- 
ations were fruitless. We are that much 
ahead in what I hope will be a con- 
tinuation of the conferences; and if you 
have all seen, as I suppose you have, 
the brief submitted by your committee 
and the reply of the companies’ com- 
mittee you must have been impressed 
by the painstaking clearness with which 
the major points of discussion and diffi- 
culty were set forth. 


Branch Office Problems 


Perhaps the chief reason why the ex- 
changes had no more definite outcome 
was the prevailing impression that, as 
a sine qua non and, in fact, as the first 
requirement, all branch offices and head 
office counters everywhere must be 
closed. Some of them are the city 
counters of Pennsylvania companies 
and have been operated for over a cen- 
tury. Some of them have been in ex- 
istence for scores of years and are in 
complete accord with local organiza- 
tion rules prescribed by agents as well 
as by companies. 

In one big city branch offices and 
home office counters are conducted 
peacefully alongside of agencies—have 
been so conducted for over thirty years 
—and no difficulty seems to have arisen. 
Not a hundred miles away the situation 
is described as such that branch offices 
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By CECIL F. SHALLCROSS 


and home office counters are said to 
threatent the life of the agency busi- 
ness. 

It may be only a coincidence that at 
those points where least complaint is 
heard of the encroachment of branch 
offices upon the agencies the initial pro- 
ducers are brokers; and it cannot have 





Cecil Shallcross 


escaped attention that there must be a 
considerable difference between an un- 
derwriting organization built up with 
fixed brokerage as the first step, and an 
organization in which only commis- 
sions are determined (or are not de- 
termined, as is too often the case) and 
the compensation payable to the initial 
producers or their fitness and number 
may be more or less uncontrolled. It 
must have been observed, too, that at 
certain points where compensation to li- 
censed brokers is the fixed initial ac- 
quisition cost, free desk room, free tele- 
phone service, etc., may not be given 
by branch offices or company counters. 

It has been said that there is a ten- 
dency to supplant the American 
Agency System by branch offices. I 
hardly think this can be so; and it is 
an interesting fact that some of the 
branch offices or head office counters 
were in existence long before the 


American Agency System was created 
and marched side by side amicably with 
agents for generations without protest. 

President Kurth of the Home Insur- 
ance Company of New York in a speech 
before the National Association of In- 
surance Agents in Los Angeles a few 
days ago said something to the effect 
that agents who conduct their business 
as it should be conducted and render 
the service that only an agent can 
render need not fear the spread of the 
branch office. 


Casualty Angle 


Up to this point I have had in mind 
branch offices of fire insurance com- 
panies only. It may or may not be sig- 
nificant that in some cities most of the 
branch office difficulties of which com- 
plaint is made have developed with the 
rapid growth of fire and casualty com- 
pany groups under the same manage- 
ment or stock control. There are many 
instances where fire companies with 
casualty affiliates can and do take ad- 
vantage of conditions in a way not per- 
missible under the rules of fire com- 
pany associations to which they belong, 
but which are overcome through the 
medium of casualty companies whose 
association regulations are different. 
This is an aspect of the situation for 
which no one is particularly to blame 
but to which your association and other 
agents might well give attention. 

If it be true that the criticism of head 
office counters and branch offices is of 
recent growth, a fair inference is that 
methods of acquisition are being in- 
dulged in by companies that were not 
customary in by-gone years. If so, the 
companies are responsible and the rea- 
sonable step would seem to be to try 
to eliminate the specific evils now com- 
plained of. If any of you should have 
an infected finger you would ask the 
doctor to treat it rather than to chop 
off your head. John Ruskin said, “There 
is only one way of seeing things right- 
ly, and that is, seeing the whole of 
them.” So when agents and companies 

(Continued on page 12) 














An Insuranee Salesman’s 











Did you know that a 
6 tenant pays rent in 

advance at his own 
peril in case of fore- 
closure? His only protec- 
tion is the obtainance of a 
bond from the landlord 
for the return of a pro- 
portionate amount of the 
rental. 





Go into real action 
? during November. 

Take your feet off 
the desk and declare a 
moratorium on depression 
talk. There is business to 
be had for those agents 
who will dig a_ little 
deeper. 


Don’t overlook’ the 
7 possibilities in bond- 

ing lines. Have you 
ever sold a bond for lost 
securities? Covering a lo- 
cal lodge? For a boxing 
license? For an estate ad- 
ministrator? <A _ prohibi- 
tion bond? 


—— 
omy “SR SN 


A Selling 
Suggestion 
for Each 
Working 

Day 





rs In a questionnaire 
3 recently sent out to 

600 bankers through- 
out the country, 366 re- 
ported general business 
conditions in their terri- 
tory as “fair”; 28 re- 
ported “good,” and 5 “very 
good.” 





When you. write 
1 ] new business or re- 

new old _ business, 
try to get the full pre- 
mium at once. Obtain a 
deposit at least and you 
will find that the balance 
is easier to collect. 





survey of your own 

for your community. 
Find out which firms and 
individuals are prospering 
beyond average and mark 
them as preferred pros- 
pects for your special line 
drives. 


| Conduct an economic 


Now is the time, of 
9 all times, to avoid 

haphazard methods 
in the conduct of your 
agency. Make sure your 
bookkeeping is letter per- 
fect and your records 
readily understandable. 


Keep accurate rec- 
1? ords of your cancel- 

lations, with the 
reasons therefor, and 
spend some time in sys- 
tematically trying to re- 
store lost business. 


Don’t 
14 use your 


tomers 


Use 
ing 


hesitate to 
friends 
- satisfied cus- 

selling aids. 
their names in mak- 
sales. The endorse- 


ment is a legitimate, and 
highly valuable, sales de- 


vice. 





Ask your prospect 
5 this question: “Could 

you pay tomorrow 
out of surplus for the re- 
placements necessary if 
your uninsured property 
was burned up, stolen or 
seriously damaged by ac- 
cident?” 





Your record sys- 
tem, must, of 
course, provide for 


automatic notification of 
all premiums due and 
overdue and the requisite 
machinery for communi- 
cating immediately with 
the policyholder. 





You can’t be a lone 
13 wolf, an unsocial 

being, if your busi- 
ness is selling insurance. 
You’ve got to be extremely 
friendly and downright al- 
truistic about doing favors 
for people. 
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Calendar for November 


For Fire and Casualty Agents 














Jewelers will stock 
18 in a lot of Christ- 

mas merchandise 
on consignment. These 
articles must be insured, 
and a canvass of your lo- 
cal dealers will net extra 
premiums. 





With the genuine 
| winter weather at 

hand, you can 
dramatize your approach 
on steam boiler and ex- 
plosion lines. See the 
letter elsewhere in this is- 
sue for suggestions. 





From Indiana 
19 comes word of a 

State investigation 
of school athletic accidents 
and injuries with a view 
of providing accident 
“group” insurance. Why 
not promote such an in- 
vestigation in your own 
town or State? 


You should do a 
23 real good volume 

of business in fur 
floaters this month. De- 
spite the times, every 
moderately well-off wife 
and daughter in town is 
a real prospect for this 
line. 


For two months 
this Calendar has 


offered you a tip on 
riot and civil commotion 
insurance. Don’t be sen- 
sational about your ap- 
proach, but quietly search 
out some likely prospects. 





Wise agents have 
16 been lining their 

pocketbooks for 
years with commissions 
on personal accident busi- 
ness. With the apparent 
end of life insurance disa- 
bility benefits in sight, 
this line is due for a spurt. 


Products liability 
20 insurance doesn’t 

get the aféention it 
should, company ‘men say, 
and for that reason an en- 
terprising agent will find 
it distinctly worth while 
to call on hotels and res- 
taurants. 


Husbands aren’t 
P24 interested in fur 

insurance and 
probably wouldn’t’- get 
very excited if you told 
them about it. See that 
your literature reaches the 
women. See the men for 
the check. 


42 











November business 

and you will be 
ahead of the field. Next 
month you will have every 
merchant and industrialist 
competing with you for 
the Christmas dollars. 


1 Drive hard for 








The oncoming 
21 winter makes a 

farmer anxious 
about his livestock; lack 
of fresh air and exercise 
is something that the 
greatest care and. effi- 
ciency can’t cope with. 
Protect your rural clients 
with livestock insurance. 





It is safe to say 
25 that at the present 

time the public is 
more cognizant than ever 
before of the need for 
public and residence lia- 
bility insurance. It is ex- 
cellent business that re- 
news readily. 





frosts and icy 

roads and streets 
increases the hazards to 
which plate glass is sub- 
jected. The replacement 
feature is a strong selling 
point for this line. 


3 The arrival of 
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Parcel Post Insurance Is Opportune 


The Loss of Valuable Packages in the Mail 
Is Not Something That Happens Once in a 


Blue Moon; Prospects Appreciate Protection 


By JARVIS WOOLVERTON MASON 


of us are forced to re- 
alize, all too often, one of the 
biggest obstructions in our path 

of selling insurance is_ that 

most of the we offer- 
infg protection against happen to any 
but once or twice and 
Putting it bluntly, if 
prospect had a_ burglary 
every year they’d kill each other in the 
And that applies 
But 
insurable 


S most 


losses are 


one prospect 
perhaps never. 
loss 


every 


rush to our offices. 
to most of the widely sold lines. 
are certain kinds of 
which with 
frequency; your prospect can’t tell you, 
in effect that he with a 
horseshoe round his neck so he’ll take 
a chance, or that lightning only strikes 
once in the place—on 
classes of risk losses happen too often. 
Parcel Post is one of them. 1 think 
it’s safe to state that anyone who has 
posted a parcel a week for a couple of 


there 


occur comparative 


losses 


was born 


same these 





years has suffered enough losses to 
keep the matter—a very sore spot, gen- 
erally—freshly in mind. So if you 


pick your Parcel Post prospects with 
reasonable care you'll never be cheer- 
fully turned down by; “Well, I haven’t 
had such a loss in my twenty years in 
I guess I'll worry along 
without insurance, thanks.” 


business so 


Moreover, you have something phy- 
sical to demonstrate when you’re sell- 
ing Parcel Post. You carry in your 
pocket a blank certificate book to prove 

easy it is to effect this insurance, 
how much easier and cheaper than to 
Government postal insurance! 
There'll be little standing at windows 
and completing lengthy forms, no loop- 
holes for the insuror to slip out of, no 


red tape or months of delay in collect- 


how 


use 


ing a loss. 

For the sake of clarity, let me first 
definition of Parcel Post 
Insurance: It was designed to provide 
indemnity against loss or damages to 
packages or the contents thereof while 
they are actually in the custody of the 
Post Office Department. 

There are two ways of writing this 
insurance: the certificate form and the 
open The first is most widely 
used because it is applied to all risks 
where the total annual liability is under 


set down a 


form. 


£25,000. On this form a certificate (or 
certificates) is inclosed with each pack- 
age and the name and address on the 
package, a description and valuation 
of the contents, mailing date and class 
used is entered on the stub 
which remains in the assured’s book. 
The insuring clause states that the 
package is “covered from the time the 
property into the custody of 
the Post Office until its arrival at the 
address stated within the limits of con- 
United States, Canada and 
Alaska.” On the standard policy lia- 
bility is limited to $100 on any one 
package shipped by unregistered mail 
parcel post and to $250 
mail or 
Your 


of mail 


passes 


tinental 


or ordinary 
shipped by 
Government insured parcel post. 


when registered 
company may raise these limits on cer- 
tain risks if the hazard is not too 
great. The idea behind registering and 
Government insuring is that such pack- 
ages are handled with greater care— 
your assured won’t have to collect for 





Weoolverton Mason 


Jarvis 
ee a ee ee ee ee ee ee 


GENTS should watch all business 
indices in order that they may 
direct their efforts toward those fields 
where production has not been curbed. 
The United States Post Office Depart- 
ment has recently announced decided 
increases in revenue.—Editor’s Note. 


PERE Ee es 


one loss from two insurors, never fear. 
As you’ll see, packages which are also 
Government insured are covered by 
your company at a lower rate to com- 
pensate for the Government premiums. 
However, all this need worry you but 
little for you’ll find that the vast ma- 
jority of your prospects will ordinarily 
ship packages worth far less than $100 
each. 

Risks on accounts, deeds, bills, cur- 
rency, evidences of debt, money, notes 
and securities are excluded from cover- 
age in parcel post insurance as they 


are from many another form. Mer- 
chandise shipped on consignment or 


approval is also excluded unless it is 
shipped in fulfillment of an order, or 
requested by or consigned to parties 
to whom the assured has previously 
sold merchandise. Unless Government 
insured with a return receipt requested, 
shipments to guests at hotels or to 
military or naval stations are also ex- 
cluded. Merchandise such as fresh 
fruits, butter, eggs, lard or other 
perishable articles are only covered 
against fire, theft, pilferage and non- 
arrival. Coverage is forfeited on any 
package which is incorrectly or insuffi- 
ciently addressed; improperly or in- 
securely wrapped, packed or fastened; 
on which postage is not fully prepaid, or 
on packages bearing labels which tend 
to describe the contents. 

The certificates are valued at from 
three to five cents each, according to 
the risk. Each package valued at $25 
or less must contain one certificate: 
over $25 and not more than $50, two 
certificates; over $50 and not more 
than $100, five certificates. Packages 
worth more than $100 must be Govern- 
ment insured for $50. Then packages 
valued from $100 to $150 need contain 
but two certificates and those valued 
from $150 to $250, five certificates. 
(Substitute “registered” for “insured” 
if packages go first class mail. Post 
Office Department rules prohibit insur- 
ing this class of mail.) Before you 
start out to sell this form of insurance 
go down.to the Post Office and find out 
the rates for all these various amounts. 
Then compare! 

(Concluded on page 15) 
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4i ATHER,” said Cuthbert, Jr., 
his voice crackling like static 
across the stillness of the hotel 
room. “Father, what is a smiceolo- 
gist?” 


His father, startled out of a doze 
he’d been enjoying in the glory of the 
California sunshine that streamed 
through the window, glanced warily at 
his son and then sleepily queried, 
“What?” 

“What is a smiceologist?” repeated 
Junior. 

“A smiceologist, my boy,” replied his 
father, with a readiness reflecting his 
long years of agency training, “must 
be some kind of an exterminator of 
rodents.” 

“That can’t be Dad. 
doesn’t say a thing about mice. 
all about tremors.” 

“Possibly it’s a new name for a boot- 
legger then,” said Cuthbert, Sr., per- 
fectly aware of what his heir was try- 
ing to get at but determined to obtain 
a little fun from the regular evening 


This article 
It’s 


catechism. “How do you spell the 
word?” 

“S-e-i-s-m-o-l-o-g-i-s-t,” articulated 
Cuthbert, Jr. 

“Oh! seismologist.” The elderly 


agent pronounced the word slowly. “A 
fellow with a name like that should 
have something to do with tremors. 
And big ones too! In fact he is an ex- 
pert on earthquakes.” 

“Isn’t California the birthplace of 
earthquakes?” shouted Cuthbert, Jr., 
trying to make himself heard above the 
strains of Sweet Adeline being harmo- 
nized in the hall. 
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THE MOODUS 


By JOHN ASHMEAD 


In Which the Insurance 
Education of Cuthbert, Jr., 
ls Continued 


“Sssh,” said his father, tiptoeing 
nervously to the door and peering cau- 
tiously up and down the hotel corridor. 
“Sssh,” he repeated, retreating into the 
room, carefully closing the door and 
breaking a finger-nail trying to shut 
the transom. 

“What’s the matter?” asked his son. 

“My boy, never talk about earth- 
quakes in Los Angeles. It simply isn’t 
done. In fact, the subject is taboo. No 
one ever mentions earthquakes in this 
city—except possibly a San Francis- 
can,” added Cuthbert, Sr., slyly. 

“Oh, I don’t know that that’s so 
Dad,” snickered Junior. “I heard one 
of your convention friends inviting an- 
other up to his room for a shock.” 

“Don’t treat the subject of earth- 
quakes jocosely, Cuthbert,” warned the 
old man; “although,” he added, “a 
number of the boys will be secretly dis- 
appointed if they don’t get a couple of 
shocks in Los Angeles.” 

“Possibly,” said his boy, with the 
wisdom of young manhood, “they’ll be 
more deeply chagrined if they happen 
to be sojourning in Hollywood and fail 
to be startled.” 

“Well,” said his Dad, “there’s many 





John Ashmead 





an agent already been shocked and per- 
haps more palatably at Niagara Falls.” 

“Why Niagara Falls?” queried 
Junior. 

“Because Niagara Falls is the re- 
sult of an earthquake,” evaded his fond 
parent. 

“T’ve heard that about the Mississippi 
Valley too, Dad.” 

“There’s no question,” answered his 
father, “that a lot of valleys and moun- 
tains were created by earthquakes. In 
fact I doubt if there is a State in the 
Union that hasn’t at some time or 
other suffered from an upheaval.” 

“Then why so much talk about Cali- 
fornia?” 

“Well, son, to tell you the truth, I’ve 
always been suspicious that it’s a sort 
of Chamber of Commerce promotion. 
Kind of a boost business stunt for these 
California agents.” 

“Sounds like good business.” 

“It probably would be good business,” 
rejoined his Dad, “if it could be written 
in approximately equal volume in every 
State. It certainly would be easier for 
a company to underwrite.” 

“Why don’t more Chambers of Com- 
merce boom the idea, then?” asked 
Cuthbert, Jr. 

“Guess it’s due to an ostrich complex, 
son. Sort of an old-fashioned thought 
that if they ignore the hazard it will 
disappear. These California cities have 
the right theory.” 

“What’s that?” questioned Cuthbert, 
Jr. 

“Why they put the whole thing on a 

(Concluded on page 15) 
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Agent's Qualification Measure Endorsed 


(Continued from page 7) 


branch offices, if they 
let them remember that 
and “We do it 
enough if that we do be well.” 


confer about 
should do so, 
also remember soon 
Universal sole agencies are still ad- 
vocated by some agents. I am not sure 
that these men, many of whom I am 
happy to call my friends, have ever ex- 
plored the situation to its ultimate con- 
clusion; have ever ascertained what a 
country-wide, agency platform 
would mean to even one company. In 
scores of smaller places the companies 
I direct are on a sole agency basis al- 
ready. So, probably, are many other 
companies. After considerable study 
I know, as nearly as reasonably intelli- 
gent estimates can determine, what the 
application of the sole agency principle 
would mean throughout the United 
States to the companies I direct. 


sole 


Sale Agencies 

The sole agency experiment would be 
pretty expensive for most of the big 
companies and so far no quid pro quo 
has been suggested. Perhaps I should 
modify that, for one of the chief ex- 
ponents of the sole agency principle, 
my old friend, George D. Markham, of 
St. Louis, urges the increased loyalty 
of agents to companies under such an 
arrangement. I have to remind Mr. 
Markham once in a while that when, 
upon one occasion, we could not see 
our way clear to do what he thought 
we ought to do, the company in my 
fleet which his excellent agency has 
most admirably and loyally represented 
for a great many years as sole agent 
had to take a good beating until he got 
over it. The company had then and 
still has no other source of income in 
St. That is the humorous but 
the very important side of a very in- 
teresting question. , 

When one reaches big cities like New 
York, Philadelphia, Chicago, Boston, 
St. Louis, Pittsburgh the practical dif- 
ficulties would be very pronounced; 
far, companies cannot agree 
that they ought to have one agent in 
territory embracing a population of 
500,000 or 5,000,000 as well as in one 
of 5000 or 500. 


Louis. 


and, so 


In the larger cities modern business 
demands banks with a head office and 
branches; uptown and downtown rail- 
ticket offices; several steamship 
agencies, etc.; and such has been the 
multiplication of fire insurance com- 
panies in the last decade that a study 
of the situation in a number of cities 
rather convincingly indicates that for 
every that leaves an agency 
others clamor for admission and 


road 


company 
will 


may be admitted. I say deliberately 
that because (for one reason) of the 
large number of companies that are 
now in groups or fleets and have more 
than one of a fleet in the same agency 
there are many cities that would ac- 
tually have more agencies under a sole 
agency rule than they contain today 
under multiple agency practice; for it 
is quite certain that when a company 
has to get out of one agency it will 
generally seek or create another. I feel 
that the best thing that could happen 
to agents and The American Agency 
System is not the general adoption of 
the sole agency principle by the leading 
groups of companies, but their coopera- 
tion in the adoption and enforcement 
of well-considered agency qualification 
measures. Of this I shall speak later. 

Your committee suggested a flat 25 
per cent and a 10 per cent contingent 
for the whole of Pennsylvania. The 
Companies’ Committee pointed out that 
while they did not hold to the belief 
that the present scales of commission 
could not be improved upon, the flat 
commission proposed would sharply 
increase the commission payable in 
territory where very little and often 
none of the business is subject to 
brokerage, and that such flat commis- 
sion could inadequately compensate 
legitimate agents in certain big centers 
whose main business embraces classes 
of insurance on which the premium is 
small and on which a relatively high 
percentage of commission does not rep- 
resent much in dollars and cents for 
the agents’ trouble. Of course, the 
company executives, being human like 
yourselves, did not consider that your 
committee was looking for a scale of 
commissions averaging less than those 
now in existence and they felt that the 
present general economic conditions 
did not warrant an increase in com- 
pany expenses. 


Enlightened Self-Interest 


The impression got about that as the 
result of disappointment because your 
Association, through its excellent Com- 
mittee, had been unable to bring about 
everything to which it aspired, it would 
go to your legislature for help. Some 
time ago a friend of mine told me he 
had been to considerable trouble to 
satisfy his curicsity as to the number 
of laws which, at one time or another, 
had been passed by the legislatures of 
the forty-eight States and had not been 
repealed. He said there were some 


960,000 of them with not all of which, 
he promptly 
superficial 


admitted, had he more 


than a acquaintance! If 








right I 
ought to be 
here nor there; and if you think that 


suppose one 
neither 


figures are 
enactment 


his 
more 


further painstaking, patient confer- 
ences with the companies will get you 
nowhere and that only the legislature 
can help you, you will do what you 
think is best. There isn’t much un- 
selfishness in business and I don’t ex- 
pect you to be unselfish; but from a 
bedy of your intelligence enlightened 
self-interest is expected. 


As to Legislatures 


We all know that those States in 
which there has been the most legisla- 
tive and political meddling in insurance 
produce little profit for the companies 
and plenty of grief for the agents. 
Consider conditions in Missouri and 
Louisiana, for example. Heretofore 
your grand old State has provided a 
lot of insurance agents with a reason- 
ably good living, and the fact that very 
few men in ours or any business re- 
ceive what they think they deserve may 
not be paramount after all. If agents 
conclude that the insurance business 
which, for scores of years has made 
good money for them, for brokers and 
for stockholders without being tied too 
much to legislative apron strings is no 
longer capable of managing itself and 
is not as well managed as, for instance, 
the banks and trust companies (of 
which only about 10,000 have failed in 
the last three years) or agriculture or 
shipping or lumber or coal, and if they 
think that our business should be free 
from every imperfection and, differing 
from David Harum’s dog, should not 
have even a single flea to remind it 
that life is what it is, then the thing 
for agents and companies to do will be 
to agree upon the wording of bills 
which will enable legislatures to take 
the business out of their hands and 
run it as only politicians would. 

The American Agency System is the 
grand bulwark of the insurance busi- 
ness in the United States; and it rep- 
resents fundamentally sound relation- 
ships between company and agent that 
are not characteristic of premium pro- 
duction in most other parts of the 
world. I suppose all of you are full- 
fledged policy-writing agents and are 
convinced that you should receive high- 
er compensation than others who do 
less work. As an Eastern Underwrit- 
ers Association company man I think 
so, too; and there are many other 
company executives who believe that 
the growing practice indulged in by 
some companies of paying full agency 
commissions to non-policy-writing 
agents threatens the solidarity of the 
American Agency System more than 
any other one thing because it is 
fundamental, because there is no com- 
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promise with it. A company either 
loes or does not pay full agency com- 
missions to non-policy-writing agents. 
Yet while stoutly insisting on this prin- 
iple there are thousands of agents 
throughout the country, many of them 
members of the National Association of 
Insurance Agents, some of them per- 
haps members of the Pennsylvania In- 
surance Agents Association, who know 
the companies that avowedly disagree 
with and disregard this principle and 
yet continue to represent them. One 
of the National agency principles is 
that an agent should not represent com- 
panies paying him different rates of 
compensation, and yet! It is very 
heartening to company men that agents 
can sometimes be as inconsistent as the 
company men usually are. 

Your committee suggested that no 
company member of the Eastern 
Underwriters Association should write 
any reinsurance in the State of Penn- 
sylvania for any company which is not 
a member of all the rating organiza- 
tions in the State. This seemed such 
sound sense that I at once issued such 
an order so far as my companies are 
concerned. I should not be surprised if 
the Eastern Underwriters Association 
were to adopt a rule like that. I as- 
sume that no member of the Pennsyl- 
vania Association of Insurance Agents 
represents any such company and that 
some committee of your association is 
wrestling with non-member agents 
throughout the State to persuade them 
to follow the equivalent of the sensible 
rule your committee proposed to ours. 
Also I dare say you know that in New 
England a majority of all agents who 
represent the same stock companies 
that you do, also represent at least one 
mutual company though the stock com- 
panies do not reinsure the mutuals. 


Agent’s Qualification 


I spoke a few minutes ago of an 
agency qualification law. You may 
recall that some years ago a model 
agency qualification law was prepared 
at joint conferences of a committee of 
agents and a committee of the National 
Board of Fire Underwriters. The posi- 
tion the National Board has consistent- 
ly maintained since then has been that 
it would not favor an agency qualifica- 
tion law, but would not oppose that 
particular model law if introduced in 
any legislature. A good deal has hap- 
pened since that model law was pre- 
pared and, in my opinion, the time has 
come when the companies and the 
agents should together draft sound 
agency qualification practice befitting 
present countrywide insurance condi- 
tions and then cooperate in its adop- 
tion. The present helter’ skelter 


appointment of agents is not creditable 
to the companies nor to the business. 
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In its Chicago brief the Agents’ 
Committee proposed the preparation of 
an agency contract which should con- 
tain certain suggested provisions. You 
may not all know that the Eastern 
Underwriters Association and_ the 
Western Underwriters Association at 
their respective September meetings 
adopted identical resolutions to the 
effect that delegates from the Eastern 
Underwriters Association, Western 
Underwriters Association, Southeastern 
Underwriters Association, Board of 
Fire Underwriters of the Pacific and 
National Association of Insurance 
Agents should be asked to cooperate in 
the preparation of a standard form of 
agency agreement. The special signifi- 
eance of this step is the increasing 
evidence those company organizations 
show of a determination to cooperate 
more closely with the agents. 


Mutual Competition 


Let me say one more thing. Agents 
spend so much time scolding the com- 
panies (no doubt they deserve it!) and 
companies spend so much time watch- 
ing each other that all of us give too 
little time to the problem of mutual 
company competition. It becomes more 
aggressive. What are you going to do 
about it? Is any committee of your 
association studying the problem as it 
affects your State and your business? 
In Pennsylvania in 1930 mutuals wrote 
over $10,000,000 in premiums and had 
more than $24,000,000,000 of insurance 
in force. You and I have lots of little 
problems and some big ones. Are we 
in danger of straining at a gnat and 
swallowing a camel? Generally speak- 
ing legislation adopted by the legis- 
lators you and other insurance agents 
and company men vote for favors mu- 
tuals as against stock companies 
although the latter pay heavy State 
taxes and pay agency commissions. 

If it should be thought that I have 
been rather outspoken, please reflect 
that one reason why some things re- 
main undone that ought to be done is 
that, because of competitive conditions, 
company men, outside of their own 
meetings, will seldom talk in public as 
freely as will agents; and please 
remember that all I have said has 
been said in good humor and in good 
part. 


Executives’ Association 


The one thing that is new and worth- 
while in the fire insurance business 
ought to have been an old story—the 
grand prospects offered through the 
joint company and agent conference 
committee created in April of this year. 
The possibilities for good which lie 
in the formation of the Insurance 
Executives Association also are great. 
If, coincidentally, all the worthwhile 


PRODUCTION DRIVE 





M. Albert Linton 


WEEK CAMPAIGN IN HONOR OF 
PRESIDENT M. A. LINTON 


A special campaign in honor of Pres- 
ident M. A. Linton of the Provident 
Mutual Life Insurance Company, of 
Philadelphia, was begun today when 
the company’s agents from coast to 
coast pledged their support at sixty- 
five luncheons. The campaign will 
close next Saturday, and it has been 
designated by its sponsor, Clancy D. 
Connell, president of the General 
Agents Association of the company, as 
“A Planned Week of Hard Work in 
Honor of President Linton.” 

Thus far in October the Provident 
Mutual is not only ahead in issued 
business over October of last year, but 
it is considerably in excess of the corre- 
sponding paid-for production. 


aR 
B. LEO TALLEY 


B. Leo Talley, chairman of the 
board of the Home Friendly Insurance 
Co. of Maryland, died at his home in 
Baltimore last Sunday night. He was 
the son of the late Bernard L. Talley, 
widely known pioneer in the industrial 
life insurance business of America, and 
who in 1884 founded the Home Friendly 
Insurance Company. 
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agents of the country will give greater 
effect to their stated preferences for 
those companies which, in very truth, 
support sound principles of underwrit- 
ing and good agency relations, then we 
shall have entered on a new, a happier, 
a better phase of the American Agency 
System. 
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Agency relations are 
generally pleasant and 
satisfactory when deal- 
ing with 


~ Continental 


CONTINENTAL CASUALTY COMPANY 


CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 
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The Moodus 


(Concluded from page 11) 


competitive basis. Not so long ago Los 
Angeles and San Francisco were hav- 
ing the battle of the century—in the 
newspapers—about which was going to 
have the next earthquake. Los Angeles 
said it was going to be San Francisco 
and that city insisted it was Los An- 
geles’ turn.” 

“Sort of sounds is if neither one 
really wanted it,” said Cuthbert, Jr. 

“On the contrary,” answered his 
father, “it just proves how much more 
clever these western Chambers of Com- 
merce are.” 

“Oh, yeah?” bristled his son. 

“Certainly,” said his Dad. “Can’t 
you see that by starting an argument 
about which city was going to have the 
next earthquake the Chambers of Com- 
merce boomed travel business. Think 
of the number of people they kept hop- 
ping back and forth on steamers, rail- 
road trains and airplanes, just trying 
to get a shock. Think of all the per- 
sonal effects, transportation, automobile 
and other insurance that was developed. 
It certainly seems like clever publicity.” 

“Well Hawaii advertises its volca- 
noes,” said Cuthbert, Jr. “Why 
shouldn’t California or any other State, 
for that matter, publicize its tremors?” 

“You might suggest that to the in- 
surance men located in Connecticut,” 
said Cuthbert, Sr. 

“Why, is Connecticut given to earth- 
quakes?” asked his son. 

“According to government statistics, 
Connecticut is the home of the Moodus,” 
grinned the old agent. 

“The Moodus?” said Cuthbert, Jr. 
“What’s that?” 

“That’s the name for a peculiar type 
of earthquake rumble,” answered his 


father. “Connecticut is famous in 
earthquake circles for its Moodus 
noises.” 


“Sounds like a good chance for pub- 
licity,” said Cuthbert, Jr. 

“You might get a shock just by sug- 
gesting it,” chortled his Dad, grabbing 
his hat. “Let’s go over and give Ernie 
Palmer a chance.” 


Parcel Post Insurance 


(Concluded from page 10) 

Losses must be immediately reported 
and if the original wrapper is pro- 
curable it should accompany the loss 
notice. In event of non-arrival, the 
assured should file a tracer with the 
Post Office. Receipts, where Govern- 
ment insured or registered, are part 
f proof of loss. No recovery can be 
made unless a written claim and proof 
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of value is made within four months 
after the mailing date. Which, I should 
say, is time aplenty. 

On the open form the assured lists 
the shipments on forms which your 
company supplies and no certificates or 
coupons are used. A deposit premium, 
usually $100, is collected on issuance 
of the policy and a premium settlement 
is made monthly or quarterly on the 
basis of an agreed rate. 

The various companies, over years of 
experience, have learned that certain 
kinds of risks are not profitable. Since 
companies have different experiences 
those classes of risks which they either 
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will not accept at all or for which 
they charge double rate differ. In gen- 
eral, however, breakable merchandise 
such as photographic instruments, 
phonograph records and optical goods; 
clothing and hats; jewelry and cutlery; 
cigars, cigarets and tobacco, and con- 
fectionery are not considered exactly 
prime risks. 

On going over this it seems to con- 
tain many don’ts, ifs, buts and maybes. 
Actually, as you’ll learn if you try, the 
great majority of parcel post shippers 
are readily insurable. Write your com- 
pany for application blanks, coupon 
books and rate information. 











There’s 


STRENGTH OF 
GIBRALTAR 








This IS Pay! 


one comforting 
should compensate the life insurance sales- 


man for whatever effort he expends. 


It is the knowledge that by in- 
ducing a family provider to in- 
sure his life he has made the 
future more secure for helpless 


children and their mother. 


He has, in effect, become a part- 
ner in a great enterprise—the 


building of a better citizenship. 


— The Prudential 


Mal 3 ’ 
PRUDENTIAL 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 


thought that 

















Life Insurance 


Sales 
Letters 


F you have a 

specific letter 
writing problem, 
The Spectator 
offers you the ser- 
vices of a trained 
insurance sales letter 
writer. Send us your 
problem. 


UDGING from a casual perusal of 

the local news in our daily paper 
the most prevalent form of indoor 
amusement seems to be a competition 
to decide just which householder can 
produce a brew with the kick of a mule 
and a still which, in sudden exit, can 
kick the biggest hole in the ancestral 
roof—perhaps' returning to earth 
through an equally large opening in a 
neighbor’s domicile. 

Be that as it may, when your selling 
portfolio is laid on a prospect’s desk it 
need lack no evidence of the general 
need of explosion insurance. 

Undoubtedly many property owners 
believe that their fire insurance covers 
them from explosion While 
that may be true in some cases, stress 
can always be laid on the danger of 


losses. 


This Week: 


explosion from outside sources and it 
is particularly true in crowded dis- 
tricts that most property is exposed to 
explosion hazards from nearby sources 
—an analysis of the sections in which 
your prospects are located is according- 
ly worth while. 

In demonstration of the truth that 
these exposures are real and liable to 
mean losses, your file of newspaper 
clippings should be built up to cover 
2ll classifications of losses, not a difficult 
thing for an agent to do in any fairly 
sizable community. 


Explosion 


Insurance 














This week our letter puts explosion 
on a large scale by citing a familiar, 
spectacular example of explosion dam- 
age. It keeps the scale large—the 
sum total of our annual loss, and gives 
the reasons for it. Then the prospect’s 
need of insurance to meet the universal 
hazard is mentioned before the real 
purpose of the letter is disclosed—you 
are calling. 

The question in your letter has 
an obvious purpose. It is not unlikely 
you will be asked to answer your own 
question when you call. 
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Insurance Veterans 
Will Address Meeting 


Presidents Buckner, Ecker and 





Welch to Participate in 
Convention Program 


NEw YorK, Oct. 20.—Names associ- 
ated with long and distinguished service 
to life insurance appear on the Silver 
Anniversary program of the Associ- 
ation of Life Insurance Presidents. 
Among the veteran life insurance lead- 
ers who are scheduled to address the 
association’s Twenty-fifth Reunion at 
the Hotel Astor, New York City, on 
Dec. 10 and 11, are three who have been 
connected with the business for ap- 
proximately half a century. 

One of these, Thomas A. Buckner, 
president of the New York Life In- 
surance Company, was a member of the 
association’s original executive com- 
mittee appointed in 1907. Mr. Buckner, 
who has had 51 years’ service with the 
New York Life Insurance Company, 
will speak on “A Retrospect of Fifty 
Years.” 

Frederick H. Ecker, president of 
the Metropolitan Life Insurance Com- 
pany, who, as previously announced, 
will be chairman of the convention, will 
introduce the theme of the meeting, 
“Progress Through Self-Reliance—The 
American Plan.” Mr. Ecker has been 
with the Metropolitan Life Insurance 
Company for more than forty-eight 
years. 

Archibald A. Welch, president of 
the Phoenix Mutual Life Insurance 
Company of Hartford, Conn., who has 
been in the life insurance business 49 
years, will speak on “A Review and 
Preview by an Actuary-Executive.” 

The company which took the initi- 
ative in founding the association, the 
Equitable Life Assurance Society of 
the United States, will be represented 
on the program by its. president, 
Thomas I. Parkinson, who will discuss 
the achievements of the field represen- 
tatives of life insurance companies un- 
der the topic “Selling Self-Reliance.” A 
feature of the preliminary announce- 
ment of topics and speakers, now being 
mailed to members and invited guests, 
is a facsimile of the letter transmitted 
on Dec. 3, 1906, by the Hon. Paul Mor- 
ton, then president of the Equitable 
Life, to life insurance companies, sug- 
gesting the organization of the asso- 
ciation. 

(Concluded on page 21) 
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Jesse Bounds Is President of 
Lamar Life 


Fills Vacancy Caused by Death of 
the Late C. W. Welty; Peter 
K. Lutken Executive V. P. 


Jesse Bounds, one of the founders of 
the Lamar Life Insurance Company and 
a member of the board of directors for 
25 years, was elected president to fill 
the vacancy caused by the recent death 
of President C. W. Welty. Election 
was held Friday, Oct. 16. 

Peter K. Lutken, ten years vice-pres- 
ident, was made executive vice-presi- 
dent, Albert E. Babbitt, actuary, was 
named a vice-president and Dr. J. O. 
Segura, who is vice-president and 
medical director, was chosen as agency 
director. Alford V. Gustafson was 
ramed agency supervisor. Dr. R. S. 
Russ of Biloxi, Miss., was made a di- 
rector. W. D. Owens, secretary, was 
selected as assistant agency director. 

President Bounds, prominent Mobile, 
Ala., iumberman, is a native of Mis- 
sissippi. Mr. Lutken during his term as 
vice-president had charge of the invest- 
ments. Mr. Babbitt, thirteen years ago, 


became actuary of the Lamar Life. 





CHARLES A. CANNON 
ELECTED TO NEW 
YORK LIFE BOARD 


(oe A. CANNON of 
Concord, N. C., president of 
the Cannon Mills, Inc., was elected 
a director of the New York Life 
Insurance Company at the month- 
ly meeting of the board of direc- 
tors last week. Mr. Cannon’s 
election fills the vacancy created 
by the death of the Honorable 
Richard L. Manning, former Gov- 
ernor of South Carolina. 

At the same meeting the board 
adopted a minute paying tribute 
to the memory of the late Flem- 
ing H. Revell of the Fleming H. 
Revell Company who died on Oct. 
11 in his 82nd year from injuries 
received in a fall in his home at 
Riverdale on the Hudson. Mr. 
Revell at the time of his death 
was the senior member of the 
board in length of service, having 
been elected a director in 1906. 











Union Central Closes 
Regional Series 





Final Meeting at Biloxi Attended 
By Over Two Hundred 
Agents 


The Southern Convention of the 
Union Central Life Insurance Com- 
pany held at Biloxi, Miss., Monday and 
Tuesday of last week brought to a suc- 
cessful close the company’s triad of 
1931 conclaves held on the regional 
plan. More than 200 Union Central 
representatives from agencies through- 
out the South and as far west as Los 
Angeles and San Francisco were in at- 
tendance. 

President Jesse R. Clark, Jr., pre- 
sided at the opening meeting Monday 
morning and welcomed delegates to the 
convention. Superintendent of Agen- 
cies Jerome Clark key-noted the con- 
vention with a keen analysis of the 
present market for life insurance, and 
a program of procedure for life insur- 
ance men who would solve the diffi- 
cult problems offered by that market. 
He urged more intelligent and intensive 
prospecting and advocated increased 
use of the company’s many new sales 
tools including four new policies 
brought out within the last year. 

The new progressive budget policy, 
a special ordinary life policy con- 
structed in such a way that it gives 
an extremely low initial premium grad- 
ually increasing until a level is reached 
the fifth year was announced and de- 
scribed by Vice-President Charles Hom- 
meyer who discussed the market for 
this type of contract. The new income 
extension policy, an investment con- 
tract with a number of new attractive 
features, was announced and described 
by Assistant Actuary J. R. L. Car- 
rington. The first morning session was 
closed by General Manager Joseph P. 
Devine, of the home office agency in 
Cincinnati, who issued a rousing chal- 
lenge to southern agencies for the last 
three months of 1931 with a talk called, 
“It’s Up to Us.” 

Vice-President Hommeyer presided at 
the Tuesday morning meeting and in- 
troduced Assistant-Medical Director 
Dr. W. O. Pauli, of the home office, who 
discussed modern problems of medical 
selection in his talk called, “The Evolu- 
tion of Life.” 

A timely talk on conservation was 

(Concluded on page 20) 
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We’ve Gone Thetis One Better 


In ancient Greek mythology there’s a tale 
about Thetis, who dipped her baby son Achilles 
in the river Styx. This was to make him invul- 
nerable against the enemy when he grew to be a 
great warrior. But, sad to relate, the only part 
of baby Achilles’ anatomy that wasn’t benefited 
by this magic water was the heel by which Thetis 
held him during the ceremony. 


We've gone Thetis one better! Two new 
policies have been announced this month, round- 
ing out the agent’s sales kit. There’s no “Achilles’ 
Heel”—no weak spot—in the Union Central’s 
list of policies. One of these new policies is an 
income extension plan designed to answer the 
savings question and eliminating the objections 
usually encountered. The other is an ingenious 
emergency policy, giving the largest amount of 
personal protection at the lowest possible imme- 
diate outlay, automatically paving the way to a 
permanent life insurance program. 





In company with the Retirement Annuity 
plan, which combines savings and protection, and 
the Family Income plan, an astonishing amount 
of effectively-working life insurance wrapped in 
a single package and requiring a modest cash 
outlay—the two new contracts make every Union 
Central agent completely invulnerable against 
any objections to life insurance that might be 
raised by prospects of the present day and future. 





Over One and One-Half Billions in Force 


The Union Central Life 


Insurance Company 


of Cincinnati 
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The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
L everyday language. The facts can be simply 
stated. People need to be told about life in- 
surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MUTUAL LIFE OF NEw YoRK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Double Indemnity Benefits. It has many 
practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 








THE MUTUAL LIFE INSURANCE 


COMPANY 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
resident 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 




















Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 | 


HERBERT M. WOOLLEN, President 








Guaranteed 
Low Cost 


Guaranteed 
Benefits 


























THE SPECTATOR 
October 22, 1931 


















































President Storer Addresses 
Des Moines Agents 


Local Organization and Sixty- 
Five Bankers Life Men Stage 
Welcome Home Rally 


DEs MOINES, IowA, Oct. 17.—A home- 
coming ovation was given Elbert Stor- 
er, newly-elected president of the Na- 
tional Association of Life Underwriters, 
when he entered the lunchroom of the 
Des Moines Association of Life Under- 
writers at the monthly meeting of that 
organization, Wednesday. In addition 
to the full membership of the Des 
Moines association, 65 agency man- 
agers of the Bankers Life from 34 
States were also present. 

Mr. Storer was introduced by Gerard 
S. Nollen, president of the Bankers 
Life: In the beginning of his address 
he reminded his audience that he be- 
gan his insurance career in Des Moines 
25 years ago, but through the passing 
years he had kept in touch with the 
city through the administration of the 
3ankers Life agency in Indianapolis. 

The subject of his main address was, 
“Taking the Mystery Out of Life In- 
surance.” He proceeded to show the 
value of life insurance by pointing out 
the desire of everyone to save while in 
active life so as to have a sustenance 
for himseif and dependents as old age 
comes on. He urged agency managers 
to instruct life insurance salesmen in 
the large and varied issues involved so 
that prospective policyholders may be 
shown the importance of prompt and 
intelligent action. 


PRUDENTIAL MORTGAGE LOANS 

NEWARK, N. J., Oct. 19.—Mortgage 
loans amounting to $101,023,616.77 
were made by the Prudential Insurance 
Company of America during the first 
nine months of 1931. 

In announcing this phase of its in- 
vestment program, the Prudential dis- 
closed that 11,184 of the loans were on 
individual dwellings, 483 on apart- 
ments, 167 on mercantile structures, 
nine on pulic institutions and 3634 on 
farm properties—a total of 15,477 
separate loans. 





GOV. WINANT ON UNITED LIFE 
BOARD 

The United Life and Accident In- 
surance Company of Concord, N. H., 
announces the election of John G. 
Winant, Governor of the State of New 
Hampshire, and Robert D. Fletcher, 
treasurer of the United Life and Acci- 
dent Insurance Company, as directors 
to fill vacancies on the board. 
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APPOINTED BY PRUDENTIAL 

The Prudential Insurance Company 
of America has appointed Frank L. 
Klingbeil, as manager of the company’s 
Detroit, Mich., Ordinary agency, lo- 
cated in the First National Bank Build- 
ing, 660 Woodward Avenue. He as- 
sumes his new duties immediately. 

One of the outstanding achievements 
of Manager Klingbeil as a. Prudential 
man has been his marked success in 
the training of agents. Seven of the 
company’s superintendents, one division 
manager and one Ordinary agency 
manager saw their earlier service under 
his direction. 
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COLONIAL LIFE BANQUET 


Under the auspices of Managers W. 
Ginger and C. A. Reilly, of the Passaic 
and Paterson districts of the Colonial 
Life Insurance Company of America, 
a banquet was given to the staffs of 
these two districts on Thursday even- 
ing in the West Room of the Hotel Al- 
exander Hamilton, in Paterson, N. J. 

The principal speaker of the evening 
was Supervisor of Agencies E. B. Grif- 
fith, who spoke very interestingly upon 
the subject of “Meeting the Situation.” 
An address on “Prosperity, and Money 
in Circulation” was delivered by John 
H. Rees, publicity director. 














ganization. 





| 
Real Salesmanship 


Life insurance selling today demands more than 
average ability. It demands skilled knowledge plus 
energetic action. It demands real salesmanship. 


In the outset, it requires careful preparation, a thor- 
ough knowledge of the business, a keen understand- 
ing of human nature and an ability to quickly 
analyze human needs. 
these qualities with “‘action” is the man who is hit- 
ting the high mark of success and reaping the re- 
wards of his efforts. 


This Company is greatly interested in this type of 
salesmanship. We credit a large part of our splen- 
did success and rapid growth to the constantly in- 
creasing number of real salesmen in our field or- 


We have need for more such men. 


Operating in 40 States, the District of Columbia 
and Territory of Hawaii. 
eral Agencies in practically all important centers. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


| HILLSMAN TAYLOR, President, ST. LOUIS 


A Good Company to Represent 


The man who ‘combines 


Branch Offices and Gen- 
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Equitable Assets Increase 
$81,724,000 During 1931 





Payments to Policyholders Aggre- 
gate $144,392,677, an Increase 
of $18,124,314 Over Same 
Period in 1930 


Complete figures covering the first 
nine months of 1931 show that during 
this period the assets of the Equitable 
Life Assurance Society of the United 
States increased $81,724,000 over the 
close of 1930 and now aggregate $1,366,- 
000,000. Policy payments for the same 
period aggregate $144,392,677, of which 
$90,993,784 (or 63 per cent) went to 
living policyholders. Of this amount 
$40,787,000 represented dividends on 
outstanding policies, an increase of 
$2,278,000 over the dividend disburse- 
ments for the first nine months of 1930. 
While the total new ordinary life in- 
surance issued during the first nine 
months was less than for the corre- 
sponding period of last year, new an- 
nuities issued during the same period 
showed an increase of 64 per cent over 
the very large annuity business of the 
first nine months of 1930, indicating a 
noticeable trend toward utilizing old- 
age income forms for investment pur- 
poses. The total premiums on the ac- 
count of new ordinary life insurance 
and annuity business were $54,024,000 
for the first nine months of this year, 
an increase of $18,693,000. 

New group life insurance paid for 
during the first nine months totals 
$102,357,000. The writing of such a 
huge volume in an off year is indicative 
of the continued favor in which group 
insurance is held by American industry. 

New investments made by the Equi- 
table uring the first nine months total 
$138,118,000, subdivided as follows: 

First mortgages on dwellings, busi- 
ness properties and farms, $61,718,000; 
utility, railroad, industrial and munic- 
ipal bonds, $54,483,000; guaranteed and 
preferred stocks, $21,917,000. 


INDICTMENTS DISMISSED 

St. Louts, Mo., Oct. 19.—Two indict- 
ments charging Massey Wilson of St. 
Louis president Insurance Investment 
Company with false pretense in the 
transfer of stocks of the United States 
Reserve Insurance Corporation and the 
Reserve Corporation a holding company 
were dismissed in the Jackson County 
Circuit Court at Kansas City, Mo., to- 
day. Assistant County Prosecutor John 
V. Hill in dismissing the charges 
against Wilson informed the court that 


indictments should never have been 


voted by the grand jury and he char- 
acterized the charges as ridiculous. 
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Lewis B. Hendershot 


LEWIS B. HENDERSHOT JOINS 
BERKSHIRE LIFE 


Lewis B. Hendershot, until recently 
a member of the staff of the Life In- 
surance Sales Research Bureau, has 
been appointed home office field super- 
visor of the Berkshire Life Insurance 
Company. 

Mr. Hendershot is widely known for 
his life insurance educational work. He 
has been a salesman of life insurance 
and is well qualified to serve the post 
to which he has been appointed. 

He received the Degree of B.S. from 
Cornell University in 1914, continued 
his training in the Graduate School of 
that university during 1916 and 1917, 
and was graduated from the University 
of Pittsburgh School of Life Insurance 
Salesmanship in 1924. He is the au- 
thor and publisher of the book, “Com- 
pilation of Estates Showing Shrinkage 
of Such Estate Through Costs of Set- 
tlement.” 


HEADS TRUST COMMITTEE 

Leslie G. McDouall, associate trust 
officer, Fidelity Union Trust Company, 
has been appointed chairman of the 
committee on Life Insurance Trusts of 
the American Bankers’ Association. 
The appointment was made by H. L. 
Standeven, chairman, executive com- 
mittee, Trust Division of the A. B. A. 





AMERICAN INSTITUTE 
MEETING 

The regular fall meeting of the 
American Institute of Actuaries 
will be held in Chicago Thursday 
and Friday, Nov. 5 and 6. The 
sessions will be at the Edgewater 
Beach Hotel. 














Union Central Meeting 
(Concluded from page 17) 


given by Nathan Levy who represents 
the company at Vicksburg, Miss. Mr. 
Levy has long been one of the com- 
pany’s outstanding conservation ex- 
perts, and his business shows a record 
of unusual persistence. 

Paul Hommeyer, district supervisor 
for the southern agencies, discussed the 
value of specialization and urged agents 
to concentrate on certain phases of the 
business and become expert in those 
lines. 

One of the most amusing as well as 
one of the most interesting talks of the 
entire convention was given by Joseph 
B. Wolfe, of the Atlanta agency, whose 
talk was called “The Sales Value of 
Tried Phrases.” Mr. Wolfe took a 
group of the oldest sales phrases in use 
in the life insurance business, gave them 
continuity and dressed them up in new 
and attractive clothes, bringing home 
the conclusion that love, sentiment and 
home ties are still the strongest ap- 
peals in the hands of life insurance 
salesmen. 

“People do not buy life insurance; 
they buy the things that life insurance 
can accomplish,” said Henry E. Bel- 
den, Jr., supervisor of the New Orleans 
agency. He pointed out that men work- 
ing on the theory that people do buy 
life insurance are failing today whereas 
he cited the case of new men, selling 
the things that life insurance will do, 
who are making production records 
even this year. 

Secretary W. Howard Cox, of the 
home office, brought the Tuesday morn- 
ing session to a close with a talk 
called, “Sales Hints from the Under- 
writing Department.” 

The final session of the convention 
Tuesday afternoon was brought to order 
by Superintendent Jerome Clark, who 
presided. Assistant Superintendent of 
Agencies Mark S. Trueblood then dis- 
cussed the company’s new sales tools 
enthusiastically and laid out a simple 
program for the most effective use of 
those tools during coming months. 

Edwin A. Zelnicker, Mobile repre- 
sentative of the Birmingham agency 
and member of the company’s 1930 
$500,000 Club, gave a powerful discus- 
sion of the company’s education policy. 

B. A. Wiedermann, formerly a con- 
sistent million-dollar producer and now 
manager of the company’s San Antonio 
agency, discussed the opportunities of 
Union Central Policyholders Month 
being held during October and painted 
a powerful picture of the value of a 
large and satisfied clientele. 

The convention was brought to a 
close with an address by Assistant Su- 
perintendent of Agencies Wendell F. 
Hanselman. 
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Growth of Group Insurance 
During Past Two Years 





Average ‘Death Claim Paid in 
Present Year About $400 
Above That of 1929 


NEW YorRK, Oct. 20.—The amount of 
group life insurance carried by the av- 
erage group insured employee has in- 
creased substantially in the last two 
years, according to the experience of 
the Metropolitan Life Insurance Com- 
pany which has in force group policies 
covering the lives of approximately a 
million and a half workers. 

In the first nine months of 1931, this 
company paid a total of 8154 death 
claims for $15,679,337 or an average 
of $1,920 per claim. This represents 
an increase of approximately $400 over 
the average death claim paid in 1929. 

During this same period, approxi- 
mately 51,500 health and accident 
claims were paid for a total of $4,435,- 
559, or an average of $86 per claim. 
Accidental death and dismemberment 
benefits paid totalled $317,930 on 267 
claims, an average of nearly $1,200 
per claim. 


NEW YORK LIFE MORTGAGE 
LOANS 


Nearly 2000 mortgage loans amount- 
ing to approximately $32,000,000 were 
made by the New York Life Insurance 
Company during the first nine months 
of 1931. Of this amount more than 
$12,500,000 was placed in apartment 
house loans, over $9,700,000 in business 
property loans and over $9,100,000 in 
residence loans. Loans on apartment 
house and residential property accom- 
modated 5219 families. 

Among tke States receiving over 
$1,000,000 in loans during this period 
were New York State, $6,817,900; Cali- 
fornia, $4,540,450; Ohio, $2,198,248; Il- 
linois, $1,748,525 and Oklahoma, $1,- 
451,175. 

The total outstanding mortgage loan 
investment of the company on Oct. 1, 
was 31,586 loans for $571,205,017. 








WESTERN AND SOUTHERN 
LIMITS INCOME DIS- 
ABILITY 


Charles F. Williams, president 
of the Western and Southern 
Life, has announced that the 
company will not accept Dis- 
ability Income Policies larger 
than $5,000 or $50 a month. The 
disability benefit for premium 
waiver only may be written as 
heretofore. 
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CHARLES W. GOLD, JR. BECOMES 
AGENCY SUPERVISOR 


Following three and a half years 
active service as a life underwriter, 
Charles W. Gold, Jr., has resigned from 
his position as supervisor of the Jeffer- 
son Standard Home Office agency, 
Greensboro, to become agency super- 
visor for the Pilot Life Insurance Com- 
pany. This change was effective Oct. 1. 

Before his appointment as supervisor 
of the home office agency at the Jeffer- 
son, Mr. Gold spent a year and a half 
in the field as an agent. 

Mr. Gold is the son of Charles W. 
Gold, president of the Pilot Life Insur- 
ance Company. He will spend much 
time in the field throughout Pilot terri- 
tory in the South. 





UNEMPLOYMENT RELIEF 
WORKERS 


At a meeting of the executive com- 
mittee of the Life Underwriters’ As- 
sociation held on Tuesday, Oct. 13, a 
committee of five was appointed to co- 
operate with the Emergency Unemploy- 
ment Relief Committee of this city. 
The committee as appointed consists of: 
Theodore M. Riehle, Equitable Life, 
chairman; Clancy D. Connell, Provident 
Mutual; Julian S. Myrick, Mutual Life; 
Mervin L. Lane, Connecticut Mutual; 
G. C. Wuerth, Penn Mutual. 





CELEBRATES ANNIVERSARY 

On Oct. 15 H. Porter Brooks, Louis- 
ville representative of the Western and 
Southern Life Insurance Company cele- 
brated his 30th anniversary with that 
company whose services he entered in 
1901. He was honored with a banquet 
and presented a diamond emblem 
denoting membership in Class 6 of the 
Western and Southern Legion. 


























H. Porter Brooks 








September Life Pro- 
duction 


New life insurance production 
last month was 19.5 per cent less 
than in September, 1930. The 
cumulative total for the first nine 
months of this year was 13.3 per 
cent below the amount for the 
same period a year ago, as re- 
vealed by a statement by the As- 
sociation of Life Insurance Pres- 
idents. 

For September, the total new 
business of all classes written by 
the 44 companies was $720,218,- 
000 against $894,396,000 during 
September of 1930—a decrease of 
19.5 per cent. New Ordinary in- 
surance amounted to $483,700,000 
against $545,481,000—a decrease 
of 11.3 per cent. Industrial in- 
surance amounted to $199,218,000 
against $210,423,000—a decrease 
of 5.3 per cent. Group insurance 
was $37,300,000 against $138,492,- 
000—a decrease of 73.1 per cent. 

For the first nine months, the 
total new business of these com- 
panies was $8,303,342,000 this 
year against $9,572,897,000 last 
year—a decrease of 13.3 per cent. 
New Ordinary insurance amounted 
to $5,586,365,000 against $6,552,- 
079,000—a decrease of 14.7 per 
cent. Industriad insurance 
amounted to $2,091,117,000 
against $2,170,066,000—a decrease 
of 3.6 per cent. Group insurance 
amounted to $625,860,000 against 
$850,752,000—a decrease of 26.4 
per cent. 











Veterans to Speak 
(Concluded from page 17) 


The speakers referred to above will 
be joined by other life insurance lead- 
ers and by representatives of govern- 
ment, industry, education, and agri- 
culture in discussing practical methods 
of applying self-reliance and initiative 
toward the solution of present and fu- 
ture economic and social problems. The 
speakers from outside the field of life 
insurance include United States Sen- 
ator Arthur Capper of Kansas; Major 
William Duncan Herridge, K.C., D.S.O., 
M.C., Canadian Minister to the United 
States; Mr. Bancroft Gherardi, vice- 
president of the American Telephone & 
Telegraph Company; Dr. Robert Gor- 
don Sproul of Berkeley, Cal. 

The National Convention of Insur- 
ance Commissioners, which will meet in 
New York earlier in the week, will be 
represented at Friday morning’s ses- 
sion by its president, the Hon. Charles 
D. Livingston. 
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Four Franklin 
““Safety-First Policies” 


THE 
October Horoscope 





1. The Economist 
2. Family Income 
3. O. L. Preferred Risk 
4, 20-Year Term 


Famous persons born in October are Chris- 
topher Columbus, Liszt, Bancroft, Jennie 
Lind, William Penn, James Whitcomb Riley, 
Macaulay, Theodore Roosevelt and Chester 
A. Arthur. 


Hope, ambition, energy and courage are 
notable characteristics of people born this 
month 


Maximum protection; minimum 
cost; automatic or optional conver- 
tibility: investment advantages; de- 
posit privilege. These provisions, in 
various useful combinations to meet 
present needs, are features of these 
“safety-first” policies. Details fur- 
nished on request. 


Excitability is strongly marked, and if you 
were born in October you should keep a 
trong grip on your nerves and hold your 
temperament in constant check 

The Opal is your lucky 


)lors are dark blue and gray 


stone. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


you are in the life insurance business but 
t now under contract, it will pay you to 
contact the Royal Union. Our General 
y plan of operation offers ample room 
Write us today 











r your ambitions 























ROYAL UNION 
LIFE INSURANCE COMPANY 


Des Moines, lowa 


for progressive agents... 





Life 
Underwriting 
Efficiency 


The Spirit 
of Life 


A. C. TUCKER, Chairman of the Board J. J. SHAMBAUGH, Pres. oe 
Underwriting 


B. M. KIRKE, V. P. & Field Mgr. W. D. HALLER, Sec’y. 
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Assets Gain Nearly 
15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905,570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94 


by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





by Walter Claf 


In thfs book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10; 
25 copies, $20. 





C. L. U. DEGREE QUESTIONS & ANSWERS 
Price $1.00 


12 coptes, $1v. 


Gain, 1930 over 1929 
$14,973,679.46 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
| 


Copies of complete set of questions and 
answers to the June, 1931, L. U. 
Degree examination. 





ORDER TODAY FROM 


THE INSURANCE FIELD 


P. O. Box 617 
LOUISVILLE, - KENTUCKY 

















THE SPECTATOR 
October 22, 1931 











Old Line Companies Need 


No Supervision 





As Far as They Are Concerned 
Commissioners Might Close 
Shop, Declares Greer 


BIRMINGHAM, ALA., Oct. 20.—An in- 
surance commissioner is daily con- 
fronted with perplexing problems but 
as far as complaints are concerned 
against old line companies writing pure 
life insurance he could almost close up 
cffice, said Charles C. Greer, Alabama 
commissioner, in an address last week 
before the Birmingham Association of 
Life Underwriters. 

In the nine months he has been in 
office Mr. Greer stated he had received 
only 24 complaints involving pure life 
insurance and most of them were with- 
out just cause. He pointed to this as 
a compliment to the companies, the men 
selling insurance and the institution of 
insurance itself when it is considered 
that 72 legal reserve companies are do- 
ing business in the State and collected 
$29,000,000 in premiums during 1930 
and have $986,000,000 in force. 

Most of the complaints, Mr. Greer 
stated, involve other than the legal re- 
serve companies and these complaints 
are enough to keep the superintendent 
busy making investigations and writing 
letters to anxious policyholders. 

Mr. Greer was welcomed back to the 
association of which he is a member 
for the first time since he took office. 
Reports on the national convention 
were made at the meeting by Tram Ses- 
sion, agency manager of Massachu- 
setts Mutual Life and by Byron S. 
Griffith, agency manager of Pan- 
American Life. 


IN CHARGE LIFE DEPARTMENT 


The board of directors of Curtin & 
Brockie, Philadelphia representatives 
of Johnson & Higgins, have elected 
William J. Gilmartin vice-president in 
charge of the life insurance department 
of that corporation. 

Curtin & Brockie are general agents 
for the Prudential Insurance Company 
of America and the Home Life of New 
York. They have specialized in the 
handling of life insurance for brokers. 
The agency has experienced a remark- 
able growth in the short time it has 
been operating, and in 1930 ranked 
among the leading life agencies of Phil- 
adelphia, writing in excess of $5,000,- 
000 new business. In 1931, the business 
to date exceeds that for the entire year 
of 1930. Mr. Gilmartin attributes a 
large portion of this increase in new 
business to a campaign in which the 
brokers in Philadelphia were urged to 
concentrate their selling efforts on 
men over fifty years of age. 
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Southeastern Life Shows 


Gain for Year 


Marked Improvement in Lapse 
and Surrender Record; Prog- 
ress Steady and Consistent 


An increase of 143/10 per cent in 
ordinary business paid for during the 
first nine months of 1931 over he cor- 
responding pericd of 1930 is reported 
by the Southeastern Life of Greenville, 
S. ¢. 

There has been a very encouraging 
decline in the lapses and surrenders in 
recent months, the total for the second 
quarter of 1931 being 23 per cent be- 
low that of the first quarter, while the 
total for the third quarter was 27 per 
cent less than that of the first quarter. 

The fact that the volume of business 
written each month thus far in 1931 








In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than Two Billion Dollars 


of Insurance in Force 




















has been greater than the production 
of the corresponding month of 1930 in- 
dicates that the growth that the South- 
eastern Life has enjoyed this year has 
been a healthy and consistent one and 
not due to any especially large month 
or two. 

On October 1 the company announced 
a new line of juvenile policies that are 
written at ages from day of birth to 
fourteen years. 

Disability and death payor benefits 
are granted on the life of the parent 
or other person paying the premiums, 
subject to insurability. ‘The juvenile 
policies are issued on the following 
plans: twenty-payment life (ending at 
85), 20-year endowment, and endow- 
ments at ages 16, 17, 18, 19, 20 and 21. 


LETTER WRITING CONTEST 


The Fort Wayne (Ind.) Life Under- 
writers’ Association will hold another 
insurance letter writing contest for 
children of that city in connection with 
life insurance week. Life insurance 
week is being sponsored by the under- 
writers and also by the Chamber of 
Commerce, which is taking an active 
part in mapping out the program. The 
theme for the contest will be “Why Is 
Life Insurance the Perfect Invest- 
ment ?” 


BENEFIT MEETING 

CHICAGO 

Oliver Thurman, vice-president and 
superintendent of agencies, and William 
H. Beers, special agency assistant, will 
address the annual convention of the 
Chicago Agency of the Mutual Benefit 
Life on Friday, Oct. 30. 

Wallace King, million dollar produc- 
er of Lima, Ohio, and Guy E. Reed, 
vice-president of the Harris Trust 
Company, will also participate in the 
all-day program. 


MUTUAL IN 
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Join the 


Tower Health League 


More than a million people 
nave sent for copies of 
‘Self-Directed Body-Building 
Drills’ and Exercise Charts. 
Each week thousands of let 
ters come to the Metropolitan 
Tower telling how proper 
exercise has brought better 
physical and mental health to 
the members of the Tower 
Health League — the biggest 
agymnasium class in the 
world From the Metropol- 
itan Tower special radio exer 
sises are broadcast in fifteen 
minute periods every morn- 
ing except Sundays and holt- 
days. You may choose your 
own class each morning at 
hatever time its convenient 


between 6:45 and 8:00 A. M. 








Please send 
Building Drills” ) 
of the 32 exercises planned for the members of the 
Tower Health League. 


Name 


Address 





Metropolitan Life 
Dept. 
ne Madison Avenue, 

New York, N. Y. 

me a free copy of “Self-Directed Body 
containing diagrams and descriptions 


Insurance Co., 
10-SP-31. 
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~IT up straight, take a deep 
breath and promise your- 

self three things — better 
health, better appearance and 
a greater capacity for success. 


The chances are that you 
have more brains than brawn 
and, like many others, lack 
the physical tone needed for 
your work whatever it may be. 
Perhaps you will say, “I get 
enough exercise and I have no 
desire for big bulgy muscles.” 
Bulgy muscles are not essen- 
tial to good health. Occa- 
sional week-end games will 
not develop the physical tone 
that comes only from reg- 
ulated daily exercise the year 
round 

The muscles you use each day 
are not the ones which need 
exercise. Those you do not 
use need it. If you will begin 
stretching them this autumn, 
you will soon enjoy a sense of 
mental and physical well- 
being and be better fit to meet 
changing seasons. 


Will you try a few experi- 
ments in order to find out 
how many of your muscles 


are very much in need of ex- 
ercise? Give yourself fifteen 
minutes of intelligent muscle- 
stretching in your own room. 
Within twenty-four hours you 
will know which important 
muscles have been neglected. 


Where vacuum cleaners and 


METROPOLITAN LIFE 


INSURANCE 


FREDERICK H. ECKER, President, One Madison Avenue, New York, N. Y. 


machines 
and 
washboards, and automobiles 


electric washing 
have replaced brooms 


have made long walks un- 
usual, many a good muscle 
has gone soft. Muscles in- 
tended to be used in chop- 
ping wood, pumping water, 
digging, planting, rowing 
and swimming are likely to be 
forgotten by those whe burn 
gas or fuel oil, turn faucets, 
have no gardens and seat 
themselves comfortably in 
power boats or motor cars. 


Wake up the _little-used 
muscles which need exercise. 
Your heart is a muscle and 
the walls of your blood-ves- 


sels, stomach and _ intestines 
are largely muscle. If your 
diaphragm—a muscle—is not 





exercised, your lungs can do 
only part of their work and 
the abdominal organs will be- 
come sluggish because they 
lack the stimulating massage 
which an active diaphragm 
gives. 


No one who has any organic 
weakness should exercise with- 
out the advice of a competent 
physician. Misdirected or too 
violent exercise may be harm- 
ful. Proper and intelligently 
directed exercise promotes 
health for young and old and 
enables them to get more joy 
out of life. Begin to take reg- 
ular exercise this autumn. 


CoMPANY 
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The Open Road Ahead 


Ambitious agents of the Peoria Life can set their minds at 


ease about the possibilities of their future. Their opportuni- 
ties are limited only by their ability, and their willingness to 
put forth the effort necessary to win the success to which 
their talents entitle them. Which, by the way, is all that a 
reasonable man expects or an ambitious man hopes for: a 
chance to make good according to his capacity, the knowledge 
that his achievements will certainly be recognized and amply 
rewarded 


If his taste is for the production of a large personal busi- 
ness, the Peoria Life agent has every advantage. He enjoys 
the utmost in home office cooperation and support. He has 
policy contracts embracing every liberal feature of modern 
life insurance, and the widest range of prospects including 
men and women on equal terms and children of any age from 
birth. Interesting campaigns and practical selling helps con- 
stantly stimulate and encourage his enthusiastic activity. 


Or—if his ambition is the development of a thriving and 
successful agency, that road, too, lies open before him. “All 
promotions from the ranks’ has always been a fundamental 
principle with the Peoria Life. This is not merely a pleasant 
theory—it is a fact that the Company's agency supervisors and 
managers are Peoria Life agents who have come up from the 
ranks to their present positions of distinction and prosperity. 





Peoria Life Insurance Company 


Peoria, Illinois 































General Agent 
Contracts 


Available for 
General Insurance Firms 


In 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 





















THE SPECTATOR 
October 22, 1931 














Testimonial Dinner Planned 
for James Victor Barry 





Retirement from Vice-Presidency 
of Metropolitan to Be Marked 
by Brilliant Affair 


Committeemen has just been named 
for a testimonial dinner to be tendered 
to James Victor Barry, of New York 
City, by the insurance fraternity of the 
United States, at the new Hotel Wal- 
dorf-Astoria, in New York, on Wed- 
nesday evening, Dec. 9, 1931. 

It is proposed to make this occasion 
the largest and most impressive testi- 
monial ever given to any insurance 
representative, in recognition of the 
long and invaluable services Mr. Barry 
has rendered the institution, both as 
State official and as a company repre- 
sentative. 

The dinner will also be an incident to 
his retirement from official connection 
with the Metropolitan Life Insurance 
Company, which he has served with 
marked and able distinction for many 
years. He is now its third vice-presi- 
dent. 

Invitations for the dinner will be is- 
sued within the next two or three weeks 
and manifestly because of the large 
number involved, some whose names 
ought to be on the list will be uninten- 
tionally omitted. The committee, there- 
fore, requests those who do not receive 
invitations by Nov. 15, and who would 
like to attend, to send their names and 
addresses to Clarence C. Klocksin, in 
care of Hotel Waldorf-Astoria, New 
York City. 

The chairman of the general com- 
mittee for this event is Henry F. Tyr- 
rell, legislative counsel of the North- 
western Mutual Life Insurance Com- 
pany. 


$2,450,000 OF GROUP CONTRACT 


McCann and Company, retail grocers 
in Pittsburgh, announce that through 
contracts with the Equitable Life As- 
surance Society approximately $1,000,- 
000 of group life insurance, $875,000 
of group accidental death and dismem- 
berment insurance, and $575,000 of 
group accident and health insurance 
have been provided for more than 300 
employees. The cost of the insurance 
will be shared by the grocery organ- 
ization and the employees. 





GUARDIAN LIFE MANAGER 


BALTIMORE, Oct. 17.—B. C. Thurman 
has been named as manager of the 
Baltimore agency of the Guardian Life 
Insurance Company. George A. Myer, 
who has been the local manager for the 
past few years, is continuing as associ- 
ate manager. 
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Union Central Discontinues 
Disability 


Withdrawal Effective October 31; 
1932 Dividend Appropriation 
Reduced Fifty Per Cent 


Declaring its belief that life insur- 
ance companies should maintain larger 
ratios of surplus now than has been 
necessary during normal times, the 
board of directors of the Union Central 
Life Insurance Company took decisive 
steps toward that end at its meeting 
held at the home office in Cincinnati on 
Oct. 14. 

Following the meeting, Jesse R. 
Clark, Jr., president of the company, 
announced that in line with the con- 
servative financial policy of the Union 
Central the directors had (1) With- 
drawn the annuity disability clause 
from the company’s rate book, effective 
Oct. 31, 1931, while retaining the 
waiver of premium disability clause in 
its present form; (2) Fixed the 1932 
interest rate paid by the Union Central 
on policy proceeds and dividends on de- 
posit at a total of 4% per cent, and 
(3) Appropriated dividends for 1932 
with a horizontal reduction of 50 per 
cent from the schedule previously in 
effect. 

In a comprehensive statement dis- 
tributed to the field force of the Union 
Central, President Clark outlined the 
steps taken by the board, and sounded 
an optimistic note over the general out- 
look. 





UNITED L. & A. TO DROP DISA- 
BILITY AFTER NOV. 1 


On and after Nov. 1, 1931, the 
United Life and Accident Insurance 
Company of Concord, N. H., will dis- 
continue the writing of the monthly 
disability income covering total and 
permanent disability. Applications 
dated on and after Nov. 1 will be eli- 
gible for the waiver of premium benefit 
only. 


MUTUAL LIFE DROPS DISABILITY 


The Mutual Life of New York has 
notified its agents that it will dis- 
continue the issuance of income disa- 
bility after Jan. 1. The waiver of pre- 
mium will be continued pending inves- 
tigation and research which is expected 
to later involve a change of rates and 
details of the contract. 





Position Wanted 


Executive or sales supervisory connection 
desired by young man experienced in ad- 
ministration and sale of salary allotment 
insurance. For further complete particu- 
lars write Box 22, care The Spectator. 














NWNL 
Fieldmen Strive 
for the 


C.L.Q. Degree 


(Can Lick Quotas) 


Nwnt fieldmen are 
battling in October for the 
C. L. Q. Degree—“Can 
Lick Quotas.” October is 
Arnold Month. Each pro- 
ducer has been assigned a 
stiff quota. Those who do 
the job will be awarded the 
degree. 


Less famous, and perhaps 
not so hard to get as its dis- 
tinguished _ near - namesake 
the C. L. U. degree, the C. 
L. Q. is indicative of qual- 
ities in a life underwriter 
that are no less important 
than those which enable him 
to secure recognition as a 
Chartered Life Under- 
writer. For what does it 
avail a man to be able to 
pass examinations if he can’t 
lick quotas? 


Northwestern National 
lauds the C. L. U. degree, 
and hopes that the number 
of Chartered Life Under- 
writers in its ranks will 
increase substantially each 
year. But now, in this month 
of October, Arnold Month, 
1931, our hats are off to 


those who CAN LICK 
QUOTAS. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


OJ ARNOLD. pacsmeny 


STRONG~ Minneapolis Minn. ~ LIBERAL 


Life Insurance 
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Field Men Honor Late 
Vice-President 


Security Life Agents Dedicate 
October as Goss Memorial 
Month 


The field force of the Security Life 
Insurance Company of America, Chi- 
cago, have dedicated their October pro- 
ducion to the memory of the late S. 
W. Goss, former vice-president of the 
company. The month is also Policy- 
holders’ Month with the Security, but 
the drive behind the efforts of the com- 
pany’s agents is inspired by their de- 
pay honor to the memory ot 
their late leader. 


sire to 


The decision to so dedicate the month 
was arrived at during the _ recent 
Mackinac Island Convention. The club 
members qualifying for this meeting 
felt that every agent would desire to 
share in the plans, wich called for a 
permanent memorial to their former 
vice-president in the form of a monu- 
ment for his grave. 

The company later asked to be per- 
mitted to participate in making this 
project a reality, and it was agreed that 
a bonus on each thousand dollars’ pro- 
duction would be paid during the month 


of October, Mr. Goss’ birth month. 
The club members appointed as a 
permanent memorial committee the fol- 


lowing: B. J. Langenhof, William 
Hordes, F. G. May, A. P. Thomas, W. 
E. Bowlds, Albert Wager and H. Swan- 
son. Under their direction the various 
State districts have been organized and 
as a result all indications now point to 
an October production which will per- 
the erection of a truly fitting 
memorial. 


mit 


NEW PENNY-A-DAY POLICY 

CHICAGO, Oct. 19.—The Old Colony 
Life Insurance Company of Chicago 
has announced a new penny-a-day life 
insurance contract in which the amount 
of the insurance varies in accordance 
with the age, the maximum sum being 


$400. The C. F. Nelson Associates are 
the exclusive agents for this new 
policy. 

The contract is written on a non- 


medical basis on all white persons from 
birth to 50 years of age. It is term 
insurance to age 60 but conversion is 
permitted anytime up to age 57 into 
life and endowment forms for the same 


or a smaller amount. The principal 
sum increases from $30 for children 
less than one year of age to $400 at 


age 7, and is constant at $400 to age 
10. At age 11 the amount is $396 and 
is reduced to $200 at age 50. Twelve 
policies can be sold one individual. 
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Organized 


The Guardian Fieldman is equipped with organized visual 
presentations of proved selling power to satisfy the demands of 
today’s life insurance estate builders. 


50 UNION SQUARE 





The $l-a-Week Plan, the Family Income Presentation, the 
Estate Digest, and the Special Income Annuity Presentation are 
only a few features of the tangible cooperation between the 
Guardian Home Office and the Field. 
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Direct Mail Awards 


Provident Mutual and Acacia 
Mutual Both Gain Certificates 
for Excellence of. Work 

Two life insurance companies were 
awarded certificates by the Direct Mail 
Association at its recent convention 
held in Buffalo for excellence of direct 
mail campaigns, qualifying them for a 
place among the “Fifty Leaders” 
throughout.the United States. 

Provident Mutual won an award for 
its Provident Providor direct mail cam- 
paign which was begun just a year ago. 
According to C. Sumner Davis, of the 
Provident’s advertising department, 
sales are still being reported from all 
over the country, and the Providor 
letters continue to be the most popular 
direct mail campaign in use by Provi- 
dent agents. 

The Acacia Mutual won the other 


life insurance award for its campaign 
to its own agents in commemoration of 
twenty years of service of one of the 
Acacia’s leading officials. 


NEW YORK LIFE INSURANCE 
COMPANY BROADCAST 


The dramatic story of General George 
A. Custer, famous American cavalry 
officer and Indian fighter, and of Gen- 
eral Custer’s widow, will be broadcast 
over the NBC’ network Tuesday night 
(Oct. 27) by Frazier Hunt, radio biog- 
rapher of the New York Life Insurance 
Company. 

Frazier Hunt, at one time editor of a 
country weekly in Alexis, IIll., became 
one of the principal correspondents in 
the late war, covering the battle front 
in France and later the North Russian 
Campaign. He rode over 900 miles by 
sled to report the Allied Expedition in 
Russia and to interview Lenin and other 
Bolshevik leaders. 
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an agency. Address 





Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an un- 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those 
with clean records and with ability to handle such 
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Chicago Incendiarism 
on the Wane 





E. L. Donovan Tells Fire Ex- 
aminers of Improvement 
During Past Months 


CHIcAGoO, Oct. 19—Conditions in Chi- 
cago, so far as arson and incendiarism 
are concerned, have shown a decided 
improvement during the past several 
months, according to E. L. Donovan, 
chief special agent of the National 
Board of Fire Underwriters. Mr. Dono- 
van was the principal speaker at the 
monthly meeting of the Association of 
Fire Insurance Examiners last week. 

Mr. Donovan declared that the re- 
duced number of fires of suspicious ori- 
gin in this city is directly due to the 
ecent adoption of the model arson law, 
which has simplified the prosecution 
and conviction of persons found impli- 
cated. In addition, it has become noised 
around Chicago that every single sus- 
picious fire will be thoroughly investi- 
gated by the law enforcement officials, 
and this has served to deter the pro- 
fessional firebugs, Mr. Donovan said. 

Mr. Donovan also asserted that the 
quick prosecution and conviction of the 
men involved in a fire at 3657 North 
Kedzie, in which three children were 
burned to death, has served to scare off 
the firebugs. In this fire a butcher 
set his place afire in order to collect 
from the insurance companies, but the 
cause of the fire was discovered. Those 
responsible, the butcher and his torches, 
were given forty-year terms in the 
penitentiary. 

Mr. Donovan is a strong supporter 
of the model law. 

He urged the examiners to be careful 
in their underwriting and to not hesi- 
tate to cancel off a line when a warn- 
ing of moral hazard is transmitted to 
the companies. 








G. B. MATTSON PROMOTED 

At a recent meeting of the Board of 
Directors of the Fire Association, 
Reliance and Victory Insurance Com- 
panies, Gilbert B. Mattson was elected 
an assistant secretary. Notice of Mr. 
Mattson’s appointment as _ assistant 
secretary and manager of the Broker- 
age and Service Department at the 
Home Office appeared in these columns 
several weeks ago. 
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MAY REDUCE NEW ORLEANS 
DOCK RATES 


NEW ORLEANS, LA., Oct. 19.— 
The Louisiana Insurance Com- 
mission has under consideration 
ordering a decrease in fire insur- 
ance rates on goods in storage 
held on wharves here. The pro- 
posed reduction follows the com- 
pletion of a sprinkler system by 
the dock board. The dock board 
has already obtained a reduction 
in rates on the dock itself. If a 
reduced rate is ordered, it will 
not apply to goods covered under 
marine policies. 











GLOBE AND REPUBLIC MERGER 


Directors of Globe Insurance Com- 
pany of America and of Republic Fire 
Insurance Company of America have 
unanimously approved proposal _ to 
merge the two companies, subject to 
the approval of the stockholders and 
of the Commissioner of Insurance of 
the Commonwealth of Pennsylvania. 
The Globe Insurance Company was in- 
corporated in 1862 and the Republic 
Fire Insurance Company in 1871. 

The consolidated company will be 
known as “Globe & Republic Insurance 
Company of America.” It will operate 
under the management of Corroon & 
Reynolds, Inc., in New York. R. A. 
Corroon will be chairman of the board 
and N. A. Weed will be president. 

Combined statement of the two com- 
panies at Dec. 31, 1930 showed assets 
of $9,095,616; liabilities of $5,281,548; 
including premium reserve of $4,423,- 
077, and capital and surplus of $3,- 
814,067. 

MORTGAGEE LIABLE FOR 
PREMIUM 


BIRMINGHAM, ALA., Oct. 19.—An 
Alabama court following the course 
taken by a Georgia jurist has held the 
mortgagee liable for an insurance pre- 
mium, although in the Alabama case 
the liability is held to be to the insur- 
ance company and not to the agent. 
The Birmingham agent concerned has 
carried the case to the supreme court 
in an effort to establish the joint lia- 
bility to the agent as well, although 
should the company collect it would 
no doubt remit the agent’s commission. 





7,000 In Dallas Want 
Agents’ Licenses 





New Law Expected to Weed Out 
Many Applicants After Com- 
missioner’s Hearing 


DALLAS, TEXAS, Oct. 19.—A hearing 
will probably be held in Dallas short- 
ly to determine what applicants from 
this section of the state are eligible 
for licenses under the new agents’ li- 
censing law. That law is now effective, 
but new licenses for agents have not 
been issued in this section. 

The report is there are more than 
7000 applications from Dallas for li- 
cense to act as fire insurance agents. 
The new law eliminates the part-time 
agents, and the insurance commission- 
ers, while they have the questionnaires 
sent out to agents, all filled out and 
signed, are not so certain about many 
of the applicants. It is understood 
around 2500 of these applicants may 
not be granted licenses because they 
could not be classed as bona fide in- 
surance agents. The hearing at Dallas 
will determine just who is qualified as 
an agent under the new law. 

Tom Ellis, president of the Dallas 
Insurance Exchange, says his organ- 
ization has all the data on part-time 
agents in Dallas, and that if the State 
Department wants that data it can 
have it. 

The part-time agent has been a big 
factor in the “Dallas situation” for the 
past ten years, insurance men say. 
Some agencies and some companies 
have been using the services of such 
agents and the others had to “fall in 
line” to meet competition. The result 
was the butchers, bakers, bankers, law- 
yers, merchants, doctors, preachers, 
carpenters, contractors, stenographers, 
clerks and everybody who might “land 
a policy” were licensed as insurance 
agents. Only agents who devote the 
greater part of their time—in other 
words, make writing insurance their 
business—will be licensed under the 
new law. 


The inability or failure of so many 
property owners to pay premiums has 
thrown the debt back on the mortgage 
companies who in a number of in- 
stances have refused or have been slow 
in remitting for the policy. 
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Connecticut Insurance 
Day 


George E. Turner Heads Com- 
mittee Planning Important Pro- 
gram for October 29 Meeting 


Connecticut’s seventh annual Insur- 
ance Day will be observed in Hartford, 
Thursday, Oct. 29. 

Insurance Commissioner Howard P. 
Dunham is honorary chairman of the 
committee on arrangements and George 
E. Turner, president of the First Re- 
insuranc Company of Hartford, chair- 
man. 

Vice-chairmen are James L. Case of 
Norwich and Donald G. North of New 
Haven, representing fire and casualty 
agents of the State, and George L. 
Hunt, general agent of the New En- 
gland Mutual Life Insurance Company 
of Hartford, is vice-chairman repre- 
the life agents. Samuel J. 
Putnam, New England manager of the 
Constitution Indemnity, is secretary- 
treasurer. 


senting 


General Committee 


Other members of the general com- 
mittee on arrangements are M. Clark 
Terrill, second vice-president of the 
Phoenix Mutual Life Insurance Com- 
pany, representing the Connecticut life 
insurance companies; James H. Co- 
burn, vice-president of the Travelers 
Indemnity Company, representing the 
Connecticut casualty companies; Wal- 
ter F. Lseter, secretary of the New 
London County Mutual Fire Insurance 
Company of Norwich, representing 
Connecticut fire insuerance companies; 
Gordon L. Brown, special agent of the 
Northern Assurance Company Limited, 
representing the Connecticut Field 
Club; Orrin E. Spencer, general agent 
of the Connecticut General Life In- 
surance Company at New Haven, 
representing the Connecticut life 
underwriters associations; Walter C. 
North of Bridgeport, representing the 
Connecticut Association of Insurance 
Agents; Harry E. Hasty, executive 
vice-president of the Connecticut Cham- 
ber of Commerc, and Charls B. Whit- 
tlsy, executive vice-president of the 
Hartford Chamber of Commerce. 

There will be a general program in 
the morning and separate sessions for 
life insurance and for fire and casualty 
insurance in the afternoon. The morn- 
ing program will be arranged by a 
committee consisting of James L. Case, 
James H. Coburn, Donald G. North 
and M. Clark Terrill. The afternoon 


programs will be arranged by officers 
life underwriters 
Connecticut 


of the 
associations 


Connecticut 


and the As- 
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INDEPENDENCE AND AMER- 
ICAN EQUITABLE TO 
MERGE 


Directors of the Independence 
Fire Insurance Co. of Philadel- 
phia and of the American Equi- 
table Assurance Co. of New York 
have unanimously approved rec- 
ommendation of their respective 
executive and finance committees 
to merge the two companies under 
the name of the latter. Both 
companies operate under the man- 
agement of Corroon & Reynolds, 
Inc., and this arrangement will be 
continued the consolidated 
company. 

The plan is subject to the ap- 
proval of the stockholders of both 
companies, the Commissioner of 
Insurance of the Commonwealth 
of Pennsylvania and the Superin- 
tendent of Insurance of the State 
of New York, as required by law. 

Combined statement of the two 
companies at Dec. 31, 1930, shows 
assets of $14,857,409.06, liabilities 
of $9,438,744.83 (including pre- 
mium of $7,210,669.76) 
and capital and surplus of $5,418,- 
664.23. 


by 


reserve 











sociation of Insurance Agents. 

At the of the afternoon ses- 
sions those attending the meetings will 
visit the new quarters of the Connecti- 
cut State Insurance Department in the 
new State office building at Washing- 
ton Street and Capitol Avenue. 


close 


At noon there will be a luncheon 
and in the evening a dinner at the 
Hartford Club. Tickets for the ses- 
sios and meals are in charge of a com- 
mittee consisting of Orrin E. Spencer, 
James L. Case, Donald G. North and 
Samuel J. Putnam. 

The State Insurance Day plan had 
its birth in Indiana nine years ago, 
and George E. Turner, who is chair- 
man of the arrangements for this year’s 
Connecticut Insurance Day, was a 
member of the committee which ar- 
ranged that first event of its kind in 
Indiana. He has assisted organiza- 
tions in a number of States in estab- 
lishing similar annual events and has 
ben a speaker at many of these. 

Connecticut’s State Insurance Days 
have always attracted a large group 
of insurance men throughout the State 
and numerous visitors from New York, 
Philadelphia, Boston and Baltimore. 
In view of the numerous interesting 
problems that are facing insurance at 
this time, it is expected that this year’s 
attendance will be unusually large. 








Earthquake Controversy 
May Be Ironed Out 


Joint Committee of Fire Under- 
writers and Brokers Suggest 
Changes in Rates and Policies 


SAN FRANCISCO, CAL., Oct. 20.—The 
long controversy over earthquake in- 
surance in California seems about to be 
brought to a conclusion by the adoption 
of many suggestions and changes in 
rates proposed by a joint committee 
representing the Insurance Brokers Ex- 
change, the Real Estate Board and 
Board of Fire Underwriters. 

The new rates, upon which the mem- 
bers of the board are now voting, are 
drastic cuts in every classification and 
the recommendation approved by the 
board committee to eliminate a special 
earthquake insurance policy is expected 
to be the hub of the success of the pro- 
posals. This, it is claimed, will elimi- 
nate excess liability by any one com- 
pany, the earthquake being added to 
the standard policy by endorsement and 
limiting the company’s coverage to the 
amount of the fire insurance. A prom- 
ise is made that the Brokers Exchange 
will assume jurisdiction over earth- 
quake if the changes are adopted. This 
means the return of much fire insur- 
ance to board companies and the whole- 
sale granting of relief by the Brokers 
Exchange to place fire business with the 
non-affiliated companies. 


ATTENDED IDAHO CONVENTION 


The Pacific board was well repre- 
sented at the annual convention of the 
Idaho State Agents Association Oct. 19 
and 20. Practically every member of 
the companies’ Idaho advisory com- 
mittee attended the sessions to discuss 
mutual problems and adjudicate exist- 
ing problems of mutual concern. Rep- 
resentatives were also present from 
Washington and Oregon agents’ asso- 
ciations. 

POST MAGAZINE ALMANACK 

The Insurance Directory, Reference 
and Year Book, the Post Magazine 
Almanack for 1931-32, has been re- 
ceived. It is published by the Post 
Magazine and Insurance Monitor, Ltd., 
of London. As has been the case with 
the preceding volumes it is a valuable 
compilation of statistics and facts of 
the ordinary life, industrial life, fire, 
accident and marine insurance of in- 
surance companies in the 
United Kingdom. It costs $4 and may 
be through The Spectator 
Company. 
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Standing Committees of 
the Commissioners 





President Livingston Announces 
Personnel Who Will Serve 
During His Term of 
Office 

LANSING, MICH., Oct. 20.—Commis- 
sioner Charles D. Livingston, newly 
elected president of the National Con- 
vention of Insurance Commissioners, 
has just completed selection of the 
standing committees that will 
during his incumbency. The commis- 
sioner has spent much time since his 
return from the convention in selecting 
the personnel of the committees and 
has endeavored to assemble groups 
especially well-fitted to care for prob- 
lems falling within their 
province. 

The chairmen of the committees are: 
Accident and Health, George A. Bowles, 
Virginia; actuarial bureau, Jackson 
Cochrane, Colorado; assets of insur- 
ance companies, E. Forrest Mitchell, 
California; blanks, Walter A. Robin- 
son, Ohio; codification of rulings, J. G. 
McQuarrie, Utah; credentials, William 
C. Walsh, Maryland; examinations, 
Jess G. Read, Oklahoma; fidelity and 
surety, C. A. Gough, New Jersey; fire 
insurance, Harry Hanson, Illinois; 
fraternal insurance, Charles F. Hobbs, 
Kansas; laws and legislation, C. T. 
Warner, Ohio; miscellaneous, Ben S. 
Lowry, Mississippi; publicity and con- 
servation, Sam B. King, South Caro- 
lina; rates of insurance companies, 
Merton L. Brown, Massachusetts; rates 
of mortality, etc., A. D. DuLaney, Ar- 
kansas; reserves other than life, John 
C. Kidd, Indiana; social insurance, W. 
V. Knott, Florida; standardization of 
agents’ application and licenses, How- 
ard P. Dunham, Connecticut; taxation, 
Bush W. Allin, Kentucky; unauthorized 
insurance, George P. Porter, Montana; 
unfinished business, Edgar C. Lawson, 
West Virginia; valuation of securities, 
G. S. Van Schaick, New York; work- 
men’s compensation, John E. Sullivan, 
New Hampshire. 


serve 


special 





RICHEY, CASEY AND GRAGG 
ANNOUNCEMENT 


The well-known San Antonio, Tex., 
agency of Richey, Casey and Gragg 
has made some important changes. 
Henceforth the agency will be known 
as Richey and Casey. P. E. Cragg 
and P. E. Cragg, Jr., will conduct their 
own agency which will be known as 
P. E. Cragg & Son. 
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GENERAL BROKERS’ DINNER 


EXT Tuesday evening, Oct. 
N 27, at 6.30 p. m., the Gen- 
eral Brokers’ Association of the 
Metropolitan District, Inc., which 
represents a large majority of the 
insurance brokers of New York 
City, will hold its Sixth Annual 
Dinner at Hotel Astor. 

Judge Albert Conway, Ex-Sup- 
erintendent of Insurance, will act 
as toastmaster. 

The chief speaker will be 
George S. Van Schaick, Superin- 
tendent of Insurance of New 
York. The other speakers will be 
Samuel D. Macpeak, deputy sup- 
erintendent of insurance; Her- 
man A. Bayern, past president of 
the General Brokers’ Association; 
Arthur Arnow, president of the 
General Brokers’ Association; 
Bernard E. Frank, chairman din- 
ner committee, and William 
Schiff, president of the Insurance 
Brokers’ Association of New 
York. 

The speeches will be broadcast 
over the Municipal Broadcasting 
Station, WNYC, from 8.30 to 
9.30 p. m. 











MICHIGAN AGENTS WILL “TRADE 
MARK” STOCK INSURANCE 

LANSING, MICH., Oct. 19.—The proj- 
ect of the Michigan Association of In- 
surance Agents to help “trade-mark” 
stock automobile insurance throughout 
the State through the distribution by 
member agencies of State highway 
maps bearing advertising matter of an 
educational nature is finding favor 
and the prospect, according to members 
of a special committee working out 
details, is that many thousands of such 
maps will be broadcast among insur- 
ance prospects during the coming year. 
A number of orders for 1000-map lots 
have already been received and an 
even larger number of inquiries has 
been recorded. Clyde B. Smith, Lan- 
sing, former president, National Asso- 
ciation, and George Brown, secretary 
of the Michigan Association, constitute 
the committee. 

According to plans, each map will 
bear the imprint of the agency, con- 
stituting good direct-by-mail advertis- 
ing which should prove of a semi- 
permanent nature because of the map’s 
value to the motorist. In addition some 
space will be devoted to an explanation 
of the utility of the automobile identi- 
fication certificate of the National As- 
sociation and its application to financial 
responsibility laws of various States. 
Some traffic safety propaganda will 
probably be included from time to time. 





BIRMINGHAM WELCOMES 
CHARLES L. GANDY, EX- 
ECUTIVE CHAIRMAN 


BIRMINGHAM, ALA., Oct. 19.—Bir- 
mingham did not furnish Charles L. 
Gandy a big fire truck to ride around 
in as did the fire chief of Los Angeles, 
but “Gandy Day” was observed in a big 
way by the local association at its last 
meeting in honor of his being elected 
chairman of the executive committee of 
the national association. He was 
warmly welcomed back to the city 
where he has been a leader in the city 
and State association for a number of 
years. 

In response to greetings extended 
him at the Birmingham board meeting 
Chairman Gandy stated that the honor 
was conferred upon him not because of 
any ability he might possess but be- 
cause he represented a strong and ac- 
tive local and State board. He ob- 
served that the last 14 executives of 
the national association came from live 
local associations. 

In the 27 conventions that he has 
attended Mr. Gandy said he never saw 
the National Association in stronger 
position than it is now, both from the 
standpoint of agency and company co- 
operation. He praised the National 
Union for its return to the conference 
and stated that hundreds of company 
representatives attended the convention, 
a thing unheard of a few years back. 
Already, he stated, he has received let- 
ters from scores of company officials 
pledging their support to him in his 
new office. , 

He suggested a membership rally of 
the Birmingham association when they 
will be inspired anew with the work 
of the national board. 

President Gregory, who attended the 
convention as representative of the 
Birmingham association, made a report 
on the highlights of the convention. 





MOVE TO COMBAT “OVERINSUR- 
ANCE” IN TEXAS 

DALLAS, TEX., Oct. 20.—Formation of 
a fire prevention association on the part 
of the fire insurance companies and 
agents in Texas with a view of elimi- 
nating “overinsurance” and reducing 
fire hazards generally, is reported well 
underway. 

At a recent meeting of representa- 
tives of most of the fire insurance com- 
panies domiciled in Texas and repre- 
sentatives of a good many companies 
doing business in the State in Dallas 
a committee was named to call on all 
companies, in and out of the State 
and ascertain their feeling toward the 
purpose of the association. 
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Insurance Year Book 


—1931 Edition 


The fifty-ninth annual issue of this encyclopedia of the insur- 
ance business is available in three volumes. These books, which 
cover every insurance company operating in the United States, 
are compendiums of several complete insurance annuals and \ 
provide the following outstanding features: 
A Complete Reporting Service. 
A Detailed Financial Statement. 
A Statistical History. 


Underwriting Experience by States. 


Essential Compilations of Miscellaneous Statistical Data. 


And in Addition 


A Comprehensive List of Over 50,000 Agents. 
A List of Medical Examiners, Independent Adjusters and 


Attorneys Especially Qualified for Insurance Work. 


PRICES 


Life Insurance Volume, including Special Reports 


Casualty, Surety and Miscellaneous Insurance Volume, including Monthly Bulletin and 
Special Reports 


Fire and Marine Insurance Volume, including Monthly Bulletin and Special Reports 
Two Volumes, when ordered together 


Three Volumes, when ordered together 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th Street, New York 


CHICAGO BOSTON 
LOS ANGELES NEW ORLEANS \ 
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New Jersey News and Comment 


T will be interesting to watch the 

result of the 1931 Fire Prevention 
Week just closed. In other years it 
has been the general experience that 
fire losses have fallen during the week 
and the period immediately following, 
only to return after that to the usual 
high level. 

The type of advice given by the or- 
ganization’s participating is not at 
fault. It is shown that poor insulation, 
weak building construction, careless- 
ness in the use of tobacco and inflam- 
mables are some of the causes of fire 
happenings. For a fortnight or so we 
have remembered this, but the short- 
ness of our memories results in our 
annual property waste of about half 
a billion dollars. 

* - 7” 

There are about five thousand struc- 

tures of every description in Teaneck 








INSURANCE CO. OF NORTH 
AMERICA GROUP’S HALF 
YEAR FIGURES 

Assets totaling $118,035,511 are 
shown by the seven insurance com- 
panies comprising the Insurance Com- 
pany of North America group, one of 
the largest insurance groups in the 
country, according to a statement just 
issued by the parent company as of 
July 1, 1931. 

Besides the parent company other 
companies in the group are: Alliance 
Insurance Company of Philadelphia, 
Philadelphia Fire and Marine Insur- 
ance Company, National Security Fire 
Insurance Company of Omaha, Ne- 
braska, Central Fire Insurance Com- 
pany of Baltimore, Md., Indemnity In- 


and the present ratables amount to 
$22,000,000. Assessor William Ray- 
mond is about to proceed upon a plan 
for the equalization of values and the 
question of ratio of fire insurance 
(carried or to be placed) to a newly 
determined standard of value, is ex- 
pected to arise. 
. + » 


Since April 1 there have been 11,113 
persons injured in automobile accidents 
with a property loss of $700,000, not in- 
cluding damages claimed for personal 
injuries. 

6 * a 

This year Ridgewood will make an 
active bid for the prize given to the 
community of the State which has the 
best fire prevention program. Last 
year this village won second place in 
the competition. 


surance Company of North America 
and the Alliance Casualty Company of 
Philadelphia. 

Among the larger items in the assets 
of the seven companies are: $15,000,892 
U. S. Government Bonds, $6,547,339 
cash, $12,335,749 premiums in course of 
collection, $10,212,575 State, county 
and municipal bonds, $10,235,780 rail- 
road bonds $23,888,249 preferred and 
guaranteed stock, $4,420,144 railroad 
common stocks, $4,689,200 public utility 
stocks and $6,155,677 industrial stocks. 

Interesting changes in the invest- 
ment position of the companies as com- 
pared with Jan. 1 1931, are a liquida- 
tion of approximately $3,500,000 in 
holdings of railroad bonds and about 
$1,000,000 in railroad stocks. 
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Does Not Mark the End 
of the World 





J. F. Stafford Tells Missouri 
Agents This Is Not First 
Depression in History 


JEFFERSON CiTy, Mo., Oct. 13.—In 
his address at the Missouri Insurance 
Day exercises held here today John 
F. Stafford, of Chicago, western man- 
ager of the Sun Insurance Office, of 
London, England, said that business 
was bad 300 years ago, it was bad 37 
years ago and it is bad today,” but, he 
said, ‘gazing into the crystal’ and 
‘around the corner’ I seem to see good 
old smiling prosperity poking its wel- 
coming hand up through the slough of 
despond—and when that happens all 
will be well.” 

Mr. Stafford asserted that the pre- 
sent depression—does not mark the end 
of the world despite the widespread 
convictions to that effect in Wall Street. 
He said it is merely following the 
course of the usual business cycle. He 
said: “I rather expect a number of 
bankruptcies. I expect a number of 
failures. I expect mergers of com- 
panies. I expect an abnormal percent- 
age of unemployment. I expect that 
farmers will continue flat on their 
backs, a position to which, by now, 
they should be reasonably well accus- 
tomed. But optimist will be in the air, 
turnover will be perceptibly more brisk, 
the whole pyschological temper of the 
nation will change, and maybe one or 
two of us will permit ourselves to smile 
again—God help us if we don’t. We 
need to smile. A smile costs nothing, 
but gives much. It enriches those who 
receive, without making poorer those 
who give. 
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FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
| and in the Pacific Coast-Rocky Mountain Field OCCIDENTAL INDEMNITY COMPANY 


Fireman’s FUND Insurance Company has the vigor and experience of 
sixty-eight years. The other companies of the group share the tested | 
strength and uphold the traditions of this western pioneer. 


Fire- Marine - Automobile - Casualty + Fidelity « Surety | 
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This free 


CREDIT COIN 


cashes checks and 
establishes your 
identity at once 


You can avoid bothersome, em- 
barrassing delays in getting checks 
cashed in the 24 big cities listed 
below. The United Hotel Credit 
Coin also saves valuable time in 
checking out. Unexpected demands 
for money can be met at once. With 
only your registered number on the 
coin, no one else can use it. Take 
advantage of this convenience. 
Send for your free coin right now 
—using the coupon below. 


One of the extra services of these 25 


UNITED HOTELS 


NEW YORK City’s on/y United... . The Roosevelt 
PHILADELPHIA, PA. The Benjamin Franklin 
SEATTLE, WASH. ...... The Olympic 
WORCESTER, MASS... .. The Bancroft 
I TS, vcetrctenccenss The Robert Treat 
PATERSON, N. J.....++ The Alexander Hamilton 
TRENTO, TB. cccvccseccceces The Stacy-Trent 
HARRISBURG, PA The Penn-Harris 
ALBANY, N. Y The Ten Eyck 
COREE, TEM ecnseci The Onondaga 
ROCHESTER, N.Y. ........+secceeee The Seneca 
NIAGARA FALLS, N.Y. .......+.+.+.+- The Niagara 
ERIE, PA. Terie Tr Tree The Lawrence 
AKRON, OHIO The Portage 
FLINT, MICH The Duranc 
ee ree The President 
TUCSON, ARIZ. .. one .» ++ El Conquistador 
SAN FRANCISCO, CAL. . -.««+ The Se. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
NEW ORLEANS, LA. .. The Roosevelt 
NEW ORLEANS, LA. The Bienville 
TORONTO, ONT. The King Edward 
NIAGARA FALLS, ONT. ..++ The Clifton 
WINDSOR, ONT. . ‘ The Prince Edward 
KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


WORTH CLIPPING TODAY 





UNITED HOTELS COMPANY 
1418 United Building, Niagara Falls, N.Y. 


Kindly send me complete details 
and a blank for your Credit Coin. 


Name 





Address 

















A DEPENDABLE GUIDE 











The Full Game Bag 


A DEPENDABLE guide assures the hunter a 
profitable days sport. A dependable Company 
assures the agent a volume business. 
COMMONWEALTH’S program covering field 
co-operation offers agents an unusual oppor- 
tunity for some profitable business. 

GO HUNTING for business with Common- 
wealth as your guide to ways and means that 
**bag’’ the big game. 


Independence Indemnity Company 
Commonwealth Division 


Philadelphia 


J. HORACE SHALE, President 




















Maintaining Its 
Record of Progress 
Month after month, Guardian con- 


tinues to make gains in business 
written— 


1930 six months—$1,273,485.17 
1931 six months—$1,425,439.69 


Assureds favor Guardian’s Participating 
Policies 


Agencies open in 18 States 


ree / 
GuaRDIANICASUALTY 
COMPANY 


Owen B. Augspurger, President 


Home Office—Buffalo, N. Y. 
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Is Insurance Overburdened with 
Bureaus ? 
By Albert Dodge 


NE has to realize in approaching 
O a discussion of this subject that 
he must of necessity talk plainly about 
such a system of bureaus that has 
grown so rapidly and seems to have 
been fostered by companies, largely 
through habit, until it has grown to 
such proportions as to be a positive 
hindrance to the business. But have 
always in mind that criticism is per- 
fectly proper if it is made in a con- 
structive way, and to make sugges- 
tions to better the methods used in 
governing the business in which we are 
engaged. The fact that the methods 
being used at the present time do not 
seem to be successful in controlling the 
actions of both companies and agents 
leads me to believe that some changes 
are absolutely necessary, and if in this 
discussion we can bring out some con- 
structive thoughts, it will be well worth 
while. 

When one looks over the list of 
bureaus, rating organizations, commis- 
sions, and such, it astounds one to see 
how rapidly the number has increased 
year after year until there seems to be 
a great deal of confusion and misun- 
derstanding as to where the authority 
of one organization ends and another 
begins, and we cannot help but feel that 
inasmuch as_ both companies and 
agents agree that these different or- 
ganizations have not been successful 
in controlling the action of certain 
companies and agents, something must 
be done to improve the situation. 

To my mind the situation at the pres- 
ent time is somewhat like the business 
man who installed a very elaborate 
system for handling his business. A 
year after the installation he was 
asked how the system was working. 
His reply was, “The system is fine, 
but it takes so much damn time to work 
the system that we have no time to get 
business.” 

We continually receive letters from 
our companies that are certainly pa- 
thetic when we submit something new 
to them. Their only answer is that it 
will have to be referred to this or that 
bureau for decision, and then it takes 
anywhere from one week to a month for 
a decision. In the meantime the busi- 
ness in many cases is lost and the 
agent who is in close contact and un- 
derstands all of the angles of the propo- 
sition is not allowed to place any of 
his ideas or suggestions before the bu- 
reau, and when a protest is made the 
company throws up its hands and says 
that nothing can be done unless you 
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can show us the way to get by the 
bureau. 

In other words, the companies are 
allowing themselves to be so controlled 
by incompetent bureaus that they are 
not able to handle their own affairs in 
a business-like way, but rely entirely 
on these bureaus to attempt to do their 
underwriting and make rules and regu- 
lations which they themselves do not 
comply with. It leads one to believe 
that some company officials either are 
too busy with other things, such as at- 
tending bureau meetings, to give atten- 
tion to the important question of un- 
derwriting and rates or are unable to 
do so, and must rely on others. 

It is not unusual to find that the 
men in these bureaus have not had the 
experience in the underwriting of in- 
surance that is so necessary in consid- 
ering all angles of the risk. Their rates 
and rules are arrived at through sta- 
tistics and book figures and not through 
actual necessities of the insuring public, 
and they frequently admit that the rate 
given for any new proposition is purely 
guess work. 

Conditions today are entirely differ- 
ent from what they have been in the 
past and require more intelligent effort 
and ability than ever before on the part 
of the men engaged in the business. 

It is a buyer’s market at the present 
time and business men are insisting 
that they have something to say as to 
just what coverage they want and what 
they feel is necessary for them to have 
in their business. The day is past when 
we can expect to say to a business man, 
“If you want insurance you must do 
thus and so.” I feel that the day is at 
hand when he will say—“here is what 


I want. It is up to you to get it for 
me. If you cannot provide it I will 


find some company that will do it or 
carry the risk myself.” 

We have heard a good deal of talk 
about acquisition expense. It would be 
interesting to know just what these 
large number of bureaus and organiza- 
titons are costing the companies to 
maintain. In talking with a certain 
company official of one of the smaller 
companies, he stated that they only 
held membership in a few bureaus and 
their expense is over $20,000 annually 
for this one item alone, so what must 
it be for any one of the larger com- 
panies? 

[Extracted from an address before 
the annual meeting of the N. A. I. A.] 
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ILLINOIS AGENTS MEETING 
CHICAGO, Oct. 20.—A top-notch pro- 


gram has been arranged by R. W. 
Troxell, president and Shirley Moisant, 
secretary, for the annual meeting of 
the Illinois Association of Insurance 
Agents to be held at Peoria, Nov. 4. 
With part of the morning session de- 
voted to the president’s address and 
committee reports there will be an ad- 
dress by Frank L. Erion of Chicago, 
well known authority on adjustments. 
Henry Swift Ives, special counsel for 
the Association of Casualty and Surety 
Executives will be one of the headline 
speakers at the afternoon session, with 
L. J. Kempf, casualty manager in Chi- 
cago for the Travelers who will dis- 
cuss “Conditions in the Casualty Busi- 
ness,” and Charles E. Freeman, adver- 
tising manager for the Springfield Fire 
& Marine scheduled to talk to the sub- 
ject “Weight of Definite Purpose.” 
President William B. Calhoun of the 
National Association of Insurance 
Agents will speak at the banquet as 
will John F. Stafford, western manager 
for the Sun of London, and Emmet 
May, president of the Peoria Life. 





L. L. & G. HONORS OLDEST 
REPRESENTATIVES 


In commemoration of more than 
three-quarters of a century of emi- 
nently satisfactory agency representa- 
tion of the Liverpool & London & Globe 
Insurance Company, Ltd., officials of the 
Davenport Insurance Corporation of 
Richmond, Va., oldest representative 
for this company in the United States, 
were entertained at a dinner on Tues- 
day, Oct. 20, at the Commonwealth 
Club in Richmond. 

On behalf of the Liverpool & London 
& Globe Insurance Company, Ltd., H. 
T. Cartlidge, assistant United States 
fire manager, made a very appropriate 
speech and presented a handsome testi- 
monial to Coleman Wortham, president 
of the agency; and M. S. Reeves, man- 
ager of the Southeastern department, 
acted as toastmaster. 


HERMANN G. LEONARD 


The death recently of Hermann G. 
Leonard of the New York Journal of 
Commerce staff, removed from the in- 
surance newspaper field one of its ablest 
and best beloved practitioners. During 
the past two years Mr. Leonard had 
carried on his work with great difficulty 
due to painful injuries sustained when 
he was struck by an automobile. The 
immediate cause of his death was pneu- 
monia. 

Mr. Leonard joined the Journal of 
Commerce staff in 1884 and worked for 
years under the editorship of Sumner 
Ballard. 


Fire Insurance 
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Bankers Urged to Watch 


Insurance Coverages 





J. Schmidt, Jr, Hartford A. & 1. 
Man Speaks to New England 
Bankers 


Emphasizing the need for full cov- 
erage fidelity, burglary and holdup 
protection for all banks, J. Schmidt, Jr., 
superintendent, the Hartford Accident 
and Indemnity Company spoke last 
week before the Second New England 
3ank Management Conference, New 
England Council, in Boston. 

Mr. Schmidt discussed at length the 
features of bankers blanket bonds, ex- 
cess covers, and described the inade- 
quacy of some of the bonds and policies 
now in use in small banks. He pointed 
out the dangers of personal surety, and 
speke of the high losses in fidelity in- 
surance. 

“It is common knowledge that there 
more trusted employees causing 
for very substantial amounts 
during the present period than ever 
before in the history of your business 
or our business. We believe in being 
cptimistic, but you are all interested 
in facts and consequently I shall not 
attempt to dodge the statement that 
many of these losses, some for gigantic 
sums, seem to be going from bad to 
worse—not only as to amounts but as 
to the frequency with which they occur. 
We would be derelict in our duty if 
we did not admonish you not to take 
chances by gambling with time, which 
is always an extremely dangerous 
thing to do where insurance protection 
is needed—and with that incalculable 
element of human nature, ‘honesty,’ or 
perhaps I should say, ‘dishonesty.’ 

“The present world-wide financial 
upheaval through which we are pass- 
ing has developed on the part of in- 
surance buyers. generally ‘coverage 
consciousness’ and also ‘company con- 
sciousness. In reference to ‘company 
consciousness’ we submit that during 
the past decade company financial 
statements have meant little to the 


are 


losses 
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CASUALTY ACTUARIAL 
MEETING 


The annual meeting of the 
Casualty Actuarial Society will 
be held in the Hotel Biltmore, 
New York City, on Friday, Nov. 
13, according to announcement 
from the society’s headquarters. 
No announcement as to who wiil 
read papers has yet been made, 
but it is expected that the actu- 
aries will contribute several items 
of real interest. 











GEORGE FINSTER WINS SURETY- 


SHIP PRIZE 

George P. Finster, assistant under- 
writer in the New York court bond 
department of Union Indemnity Com- 
pany, received first prize in the Surety- 
ship course of the Insurance Society 
of New York with the extremely high 
winning average of 98 per cent. 

Mr. Finster resides at Rockville 
Centre on Long Island. While attend- 
ing parochial school there, he won two 
scholarships—one, the New York State 
Board of Regents scholarship, and 
another given by the Knights of Colum- 
bus for a full four-year course at St. 
John’s College, Fordham University. 
He was graduated from Fordham Uni- 
versity in June, 1930, with a Bachelor 
of Arts degree. He came with the 
Union Indemnity Company, a division 
of Insurance Securities, Inc., in August 
of 1930. 

As George E. Hayes, vice-president 
of Union Indemnity Company, is presi- 
dent of the Insurance Society of New 
York, it is extremely gratifying to him 
for one of his own men to win first 
prize in the suretyship course. 


average purchaser of insurance, but at 
the present time there is no stronger 
argument than a good financial state- 
ment indicating without question the 
strength and reliability of the company 
in which your insurance advisor may 
propose to write business for your pro- 
tection.” 


Wm. B. Joyce Comments on 
Hoover Credit Plan 





Sees Greater Strength and Confi- 
dence in Banking Interests; Will 
Encourage Industry 


Commencing on President Hoover’s 
plan to raise a billion dollar bond issue 
to aid American bankers, Wm. B. Joyce, 
chairman of the National Surety Com- 
pany says: 

“President Hoover’s statement given 
out after conference with senators and 
representatives was a _ proclamation 
calling for national unity. 

“The National Credit Corporation is 
not a faith cure proposition. It is 
going to get things done along the 
lines of its purpose, which is to give 
liquidity character to hundreds of mil- 
lions of dollars of sound resources not 
available for use at Federal Reserve 
banks or through channels of regular 
correspondent banks. 

“This National Credit Corporation 
originated in the proposals of hard- 
headed, experienced bankers. It is 
being set up by them, and is going to 
be managed by them. 

“This exhibition of the banking 
solidarity of the whole country will do 
more than promote confidence in the 
strength and stability of our banking 
system. As it comes to be better 
understood, it will, we are convinced, 
give encouragement to industry and 
enterprise and assist the development 
and operation of other practical and 
constructive plans to deal with and 
cvercome the difficulties of the times. 

“We had optimistic mania at the top 
in 1929; we have been having hysterical 
pessimism around the bottom in 1931. 
We hope that the reign of hysteria and 
despondency is ended.” 





CLIPFEL JOINS CONSOLIDATED 


C. William Clipfel has been appointed 
Connecticut field representative for 
Consolidated Indemnity and Insurance 
Company, according to announcement 
from the home office. Mr. Clipfel re- 
cently resigned from the Public In- 
demnity Company of Newark where he 
was agency supervisor. 
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WILFRED KURTH, President 
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Propose Broad Home Policy 
to Meet Competition 


Coverage Similar to New Store- 
keeper’s Policy Asked by Bur- 
glary Men in Chicago 


CHICAGO, ILL., Oct. 20—A compre- 
hensive residence burglary and robbery 
policy similar to the new all-inclusive 
storekeepers’ policy, was urged here 
Tuesday as a means for the casualty 
companies to meet the competition of 
the inland marine departments of the 
fire companies. The suggestion was 
made by F. G. Grothe, superintendent 
of the burglary and plate glass depart- 
ment of the Continental Casualty, in an 
address here before the Burglary Un- 
derwriters Club of Chicago. 

The club members expressed much 
interest in the proposal and a commit- 
tee of seven was authorized to for- 
mulate such a contract for submission 
to the committee on inland marine com- 
petition. 

Mr. Grothe declared that the store- 
keepers’ policy was designed by the 
committee to meet inland marine com- 
petition, but expressed the opinion that 
it does not go far enough. 

He warned also that the storekeepers’ 
policy should be sold principally in the 
smaller cities. Just as the proposed 
home owners’ policy would find an 
especial appeal in the smaller com- 
munities. 

He declared that if the storekeepers’ 
policy was exploited in the large cities 
such as Chicago, it might serve to 
divert some of the regular burglary 
premiums to the lower premium con- 
tract which would be extremely unwise. 

Mr. Grothe said that the Continental 
Casualty is ready to take the lead for 
a blanket policy for home owners. He 
also declared that unless some drastic 
step is taken by the casualty com- 
panies to meet the inland marine com- 
petition they would ultimately see the 
bulk of their border-line business going 
to the fire companies. 


J. W. SCHERR, JR., JOINS INTER- 
OCEAN CASUALTY 


Joseph W. Scherr, Jr., who has been 
associate life insurance editor of the 
Weekly Underwriter, has resigned to 
join the Inter-Ocean Casualty Com- 
pany of Cincinnati. Mr. Scherr’s 
father is president of that company. 

Mr. Scherr had been with the Weekly 
Underwriter since his graduation from 
Kenyon College in Ohio in 1929, and 
had made himself well known and 
popular in life, accident and health in- 
surance circles. His first activities in 
his new position will be in the claims 
department. 
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CHICAGO AGENCY CONDUCTS 
RADIO BROADCASTS 


The Wm. W. Heise agency of Chi- 
cago, general agents for the Sun In- 
demnity Company of New York are 
spreading their bonded motorist service 
through the medium of radio broadcast- 
ing. The agency broadcasts twice daily 
over Station WIBO at 11.45 a. m. and 
8.30 p. m. 


The agency advertises its bonded 
motorists service idea and explains that 
it consists of an indorsement attached 
to Sun Indemnity policies providing for 
towing service, tire service, and bail 
bond privileges. It also provides legal 
aid for the collection of collision dam- 
ages. 


NATIONAL SURETY COMPANY 
MANAGERS MEET 


On Friday, Oct. 17, the National 
Surety Company held a meeting of its 
managers located in the eastern and 
southeastern section of the United 
States—an all day session was held at 
the offices—115 Broadway, New York 
City, and they were addressed by Chair- 
man Wm. B. Joyce and President E. M. 
Allen. In the evening an informal 
banquet and round table discussion was 
held at the Hotel New Yorker. The 
meeting was arranged under the super- 
vision of the agency department. 
Among those present were: L. A. 
Porter, Montgomery, Ala.; C. H. Allen, 
Montreal; W. H. Ronsaville, Washing- 
ton; C. J. Strickland, Jacksonville; W. 
L. McCalley, Jr., Atlanta; Wm. M. 
Murphy, Baltimore; Harry Levey, 
Greensboro, N. C.; Clinton Evans, 
Harrisburg; D. W. Speidel, Pittsburgh; 
Frank Maher, Columbia, S. C.; Warren 
F. Curtis, Richmond; I. D. Davis, 
Parkersburg, W. Va.; A. W. Rankin, 
Newark; T. Cluto, New York, and 
Spencer Brewer, Columbia, S. C. 





MARYLAND OPENS FOURTH SAVE- 
A-LIFE CAMPAIGN 

BALTIMORE, Oct. 17.—Approximately 
150 inspection stations throughout 
Maryland are cooperating in the fourth 
annual save-a-life campaign to test the 
safety of every motorized vehicle in the 
State. 

Opening Thusrday, the campaign will 
continue until Nov. 30 under direction 
of E. Austin Baughman, commissioner 
of motor vehicles, who ordered inspect- 
ing officers to determine the proficiency 
of brakes, lights, steering mechanism, 
rear-views mirrors, windshield wipers 
and horns, as required by law. 

Inspections are free at designated 
stations and cars found in safe operat- 
ing conditions will be given official 
windshield stickers. 























Some Men 


Don’t Know 


BONDS 


RECENTLY an_ insur- 
ance man said to one of 
our special agents: 


“T would like to repre- 
sent a company like 


THE EMPLOYERS’ 


only you don’t write 


bonds . . . and my bond- 
ing business is quite 
large.” 
May we broadcast our 
correction of this false 
belief? 
THE 
EMPLOYERS’ GROUP 
does write’ bonds, all 


kinds, in fact practically 
every kind of insurance 
except life. 


Agency connections are 
always open to bonding 
specialists. 


Write to our General 
Agent, Branch Manager, 
or to the Agent’s Depart- 
ment, Boston, Massachu- 


setts. THE 
EMPLOYERS’ 
GROUP 


Practically every kind of Insur- 

ance except Life Insurance, in- 

cluding Fidelity and Surety 
Bonds 


AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ FIRE 
INSURANCE COMPANY 


THE EMPLOYERS’ LIABILITY 


ASSURANCE CORPORATION, 
LTD. 


110 Milk Street 
Boston, Massachusetts 
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Are you getting the Benefit of A‘tna’s 
Constructive, Timely Advertising? 


Every month motorists are reading A:tna adver- 
tisements—direct, easy-to-read messages bringing 
home the need for sound, adequate protection. 


reproducing these advertisements in their local 
newspapers over their own signatures. 


Every month this constructive, timely advertising 
is making motorists more conscious of their need 
for the kind of protection Aitna agents are able to 


Every month Atna agents are identifying them- 


selves with this business-getting advertising by 


provide. It pays to be an A2tna-izer. 


THIS IS A REPRODUCTION OF ONE OF ATNA’S FULL PAGES FOR 1931 
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ERY season of the year has its dangers tor motor- 

ists. But look at the above “chart! It plainly says, 
“Be especially careful during October, November and 
December!” 

Shorter days, falling leaves and wet skiddy streets— 
all contribute toward making this the most dangerous 
season of the year. Who knows what the toll will be 
when the “peak months” of 1931 have been recorded? 

There are probably few readers of Fortune who are 
not covered with Automobile Insurance of some kind 














"The figures are taken from goverament records of amtomebsle fatalisses im 82 principal citses 


ATNA-IZE 


Aros, with 25,000 representatives from 
Coast-to-Coast, is the first mulopile line 
A 





10 its policyholders ene billiew dollars 


SEE THE ATNA-IZER IN YOUR COMMUNITY. 
* 103° 


The Atna Casualty & Surety Company 
The Atna Life Insurance Company 
The Automobile Insurance Company 


The Standard Fire Insurance Company 
of Hartford, Conn. 
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But as we enter this danger zone of the calendar, 
would it not be wise to check over your policies? 

Just what do they cover? 

Are you adequately protected against high damage 
awards? Does this protection extend to every state in 
the union under the new Financial Responsibility Laws? 
Can your Company assure personal attention and prompt 
emergency service wherever you go? 








Does your coverage include all members of your 








family, whether driving their own or borrowed cars? 


The Ana Casualty & Surety Company, The 
Ans Life Insurance Company, The Auto- 
mobile laswrance Company, The Standard 
Fire lasurance Company of Hartford, Cosa. 


HE IS A MAN WORTH KNOWING! 








The Atna Casualty & Surety Company, Hartford, Conn. 
0 I would like a free copy of Atna’s booklet on the new 
Automobile Financial Responsibility Laws. 
© I am interested in an Atna connection. 
Name 


Address 
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Rate Making 


G. V. Fuller, Nat'l Council, Ex- 
plains Procedure; Says Industry 
Alone Controls Its Insur- 
ance Costs 


Industry alone controls the cost of 
compensation insurance, the Naticaal 
Safety Congress was told last week by 
G. V. Fuller, assistant secreiary of the 
National Council on Compensation In- 
surance. Mr. Fuller spoke before the 
quarry section of the Congress which 
met last Thursday. 

Mr. Fuller outlined the functions of 
the National Council and launched in- 
to a detailed description of rate-making 
procedure on compensation risks. He 
undertook to explain the State rate 
level, classification rate relativity, and 
individual risk rates. He pointed out 
that the State rate level was the ag- 
gregate amount of premium which 
must be paid by all the industries with- 
in the State for their compensation 
insurance, and is based on the State 
accident cost figures. Classification 
rate relativity, he explained, is the dis- 
tribution of the aggregate State pre- 
mium among the State’s industries, ac- 
cording to their own accident costs. 
Individual rate risks are largely de- 
pendent upon the accident costs which 
have been sustained by the carriers in 
the coverage of single risks. 

Explaining the possibility for each 
industry to reduce its own insurance 
costs, Mr. Fuller gave the details of 
distributing costs among industries, 
and then said: 

“The rate for the quarry industry, 
for example, is not appreciably affected 
by the accident costs of other indus- 
tries, but is a positive result of its own 
accidents. It therefore lies within the 
power of any industry to create a fa- 
vorable rate by reducing injuries to its 
employees by effective accident preven- 
tion work. The nation-wide activities 
of an industry toward reducing acci- 
dent cost affect the compensation in- 
surance rates for every State in pro- 
portion to the extent that the national 
experience is used in the determination 
of the rates in individual States. At 
this time it is important to stress the 
fact that while the National Council 
develops rates, it does not make them. 
The industries themselves make their 
own rates by the accidents that are per- 
mitted to occur and recur in such in- 
dustries. If an industry wants lower 


compensation rates, it must make them 
itself by all means at its command, par- 
ticularly through the prevention of ac- 
cidents and the lowering of accident 
cost. 


Accident prevention, therefore, 
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DENT POLICIES 


George P. Porter, commissioner of 
insurance for Montana, has announced 
a new ruling affecting accident insur- 
ance which he states is also in effect 
in Colorado, Utah, Wyoming, Idaho, 
California, Oregon and Washington. 
The ruling considers the wording of 
policies and follows: 

“On and after Dec. 31, 1931, no 
accident policy will be approved by this 
department which contains a proviso 
that the benefits under such policy are 
to be contingent upon the wrecking or 
disablement of any automobile or other 
vehicle or being accidentally thrown 
from such automobile or other vehicle. 

“Effective on said date, approval is 
hereby withdrawn on all forms, con- 
taining any of the above provisions, 
now outstanding in the State of Mon- 
tana or any renewals thereof. 
~ “A rider shall be attached to all such 
policies at date of renewal eliminating 
therefrom the proviso that the promised 
benefits are contingent upon the wreck- 
ing or disablement of said car or other 
vehicle.” 





CASUALTY MEN ATTEND CLIN- 
ICAL DEMONSRATION 

Medical directors of casualty com- 
panies and other surgeons attending 
the annual meeting of the American 
College of Surgeons in New York last 
week were particularly interested in a 
clinical demonstration on traumatic 
surgery held at the National Bureau of 
Casualty and Surety Underwriters, 
Monday, Tuesday, Wednesday and 
Thursday afternoons. At these meet- 
ings, which were largely attended, 
foremost surgeons described and dem- 
enstrated the latest approved methods 
of treating injuries most common in 
workmen’s compensation, automobile 
accidents, employers’ liability and the 
like. 

Dr. John J. Moorhead of New York 
was chairman of the committee which 
with the Medical Directors’ Committee 
of the Bureau arranged for the clinics. 
He opened the meeting on Monday af- 
ternoon with a discussion of “The 
Treatment of Wounds,” and was fol- 
lowed an hour later by Dr. Lee Mayer, 
also of New York, with a description 
of “Tendon Injuries and Their Treat- 
ment.” 


which is the keynote of this Congress, 
has a distinct and very definite bearing 
upon your compensation rates. If the 
various industries can reduce their 
accident costs, the insurance companies 
through the Council can then develop 
lower rates from improved experience 
which the industries themselves have 
made.” 
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“Glass Age” to Be Insurance 
Opportunity, Clark Says 





Widespread Use of Glass as 
Building Material Coming; 
F. & C. Survey Shows 
$80,000,000 Insured 

There is $80,000,000 worth of plate 
glass in the United States protected by 
insurance, according to an investiga- 
tion made by the plate glass insurance 
department of the Fidelity and Casu- 
alty Co. 

“Most of the plate glass now in- 
sured is window glass,” it was stated 
by W. D. Clark, assistant secretary of 
the company in charge of this depart- 
ment, although there has been a marked 
increase recently in the use of glass for 
modern interior decoration. 

“Among the chief hazards causing 
damage to the windows of stores, hotels 
restaurants and other buildings with 
display fronts,” he added, “are the set- 
tling of buildings and the snapping of 
loose stones against the glass by the 
tires of passing automobiles and trucks, 
although fires are responsible, of course, 
for such destruction. 

“According to architects and others, 
the age of glass structures is to arrive 
in the near future, and if such predic- 
tions are fulfilled, there will be a tre- 
mendous new field opened for builders 
and insurance men. 

“Walls and ceilings of glass, it is 
said, will be features of new structures 
already being contemplated, the sheets 
of glass being laminated for strength 
and set in steel frames. Color com- 
binations, which will be permanent and 
require no paint, will be arranged to 
suit the public taste. 

“Exterior wall glass is to be so fab- 
ricated that it will permit one-way 
vision only to insure privacy and 
thwart the curiosity of interested pass- 
ers-by.” 





W. S. ANDERSON DIES 


William S. Anderson, for more than 
45 years a prominent figure in the Pre- 
ferred Accident Insurance Company, 
died at his home in Passaic, N. J., a 
week ago. He had not been in good 
health for some time, and had retired 
from active business two years ago. He 
was widely known in New York insur- 
ance circles by virtue of his long ex- 
perience in the casualty business and 
because he was the first employee of 
the Preferred Accident, which com- 
menced business in 1885. He worked 
in numerous capacities for the com- 
pany, and at the time of his retirement 
Was an actuary; he was also one of the 
first stockholders in the company. He 
is survived by his wife, one son and 
one daughter. 
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E. M. Allen Tells Parable 
for Depression 
Story of Aviator Looking for Hole 
in the Fog, Lends Itself to 
Present, Allen Thinks 
E. M. Allen, president of the 
tional Surety Company, who has 
turned from an extended western trip, 
during which he has been in attendance 


Na- 


re- 


at the large insurance conventions, 
brings back an interesting story to 
point at the business conditions. 


“A few days ago I was waiting at the 
Portland Airport for the 8 o’clock plane 
to Seattle. Although not noticeable on 
the ground, there was a heavy bank of 
fog overhead. 

“Promptly on the dot the plane ar- 
rived from the south and I was startled 
in looking up to find that although I 
could the motor, I could not 
the plane. It finally dawned upon me 
that the pilot was unable to find the 
I approached one of the 

asked him what the 
pilot would to do. He said: 
‘That’s Al Davis up there, one of the 
best pilots on the line. He is circling 
the airport looking for a hole in the 


hear see 


landing place. 
attendants and 


be able 


fog. When he finds it he’ll come 
down.’ 
“I strained my eyes upward but 


could see nothing but the heavy, gray, 
impenetrable mist which apparently 
was shutting off Al Davis and his plane 
from our part of the world. I said to 
the attendant: ‘I can’t see anything but 
fog; can he ever find his way 
through?’ He replied: ‘Well, you see, 
you’re looking at the fog; Al Davis is 
looking for the hole.’ 

“After about twenty minutes of lis- 
tening to the drone of the motor of the 
circling plane, I suddenly noticed a 
thin in the fog which gradually 
grew in size until the rays of the sun 
became dimly visible. Again I ap- 
proached the attendant: ‘There’s a hole 
up there. I wonder if he will find it— 
the plane is at the other end of the 
field.” With a disgusted look the at- 
tendant said: ‘Sure, he’ll find find it. 
He is looking for it.’ 

“Sure enough, in a moment, outlined 
in almost the center of the thin spot, 
the plane zoomed in a graceful descent 
over the field. 

“T had been looking at the fog. Al 
Davis was looking for the hole and he 
found it! 

“Most of us at the moment are gaz- 
ing with frightened eyes into the Fog 
of Depression that has hung over us 
for the past two years without once 
thinking that we should be looking not 
at the fog but for the hole in the fog 
that is surely there if we make up our 
minds to find it.” 


how 


spot 
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Treasury Department Issues Semi-Annual 
List of Acceptable Sureties 


The United States Treasury Department has issued its semi-annual list of 
acceptable sureties on federal bonds. The list is based on the companies’ state- 


ments of June 30, 1931. 
on any one bond is based on 10 per 


COMPANIES 


San Francisco 
Francisco 


Associated 
Fireman's 
1 +International 
National Automobile 


Indemnity Corporation, 
Fund Indemnity Co., San .. 
Re-Insurance Corporation, Los Angeles 
Insurance Los Angeles 
Occidental Indemnity Co., San Francisco... 

Pacific Indemnity Co., Los Angeles Ns la 

The Aetna Casualty and Surety Co., Hartford 

The Century Indemnity Co., Hartford vue 


Co., 


Indemnity Co., Hartford 


Hartford Accident and 


International Re-Insurance Corp., Los Angeles, Cal.. 
St. Paul-Mercury Indemnity Co. of St. Paul, Minn.... 
Continental Casualty Co., Chicago, Ill............... 
Inland Bonding Co., South Bend.............. 


The Western Casualty and Surety Co., Fort Scott.. 
Union Indemnity Co., New Orleans a 
American Bonding Co. of Baltimore 


Fidelity and Deposit Co. of Maryland, Baltimore......... 
Maryland Casualty Co., Baltimore... a . 
United States Fidelity and Guaranty Co., Baltimore 
American Employers’ Insurance Co., Boston 
Massachusetts Bonding and Insurance Co., 
Central West Casualty Co., Detroit 


Detroit Fidelity and Surety Co., Detroit..... 

National Casualty Co., Detroit............... 

Standard Accident Insurance Co., Detroit inc nheeaace 
Central Surety & Insurance Corporation, Kansas City 
Employers Reinsurance Corporation, Kansas City...... 
tankers Indemnity Insurance Co., Newark........ 
Commercial! Casualty Insurance Co., Newark...... 


*#The Excess Insurance Co. of America, New York, N. Y... 
International Fidelity Insurance Co., Jersey City... ‘ 
Liberty Surety Bond Insurance Co., Trenton.... 


New Jersey Fidelity & Plate Glass 
Public Indemnity Co., Newark 

American Surety Co. of New 
Columbia Casualty Co., New 
Commerce Casualty Co., Glens 


Concord Casualty & Surety Co., New York one 
Consolidated Indemnity and Insurance Co., New York 
Eagle Indemnity Co., New York : as 

The Fidelity and Casualty Co. of New York 
‘Franklin Surety Co., New York 


General Indemnity Corp. of America, Rochester 
*General Reinsurance Corporation, New York 


General Surety Co., New York 

Glens Falls Indemnity Co., Glens Falls 

Globe Indemnity Co., New York 

Grand Central Surety Co., New York 

Great American Indemnity Co., New York 

The Greater City Surety & Indemnity Corp., New York 
Guardian Casualty Co., Buffalo 

The Home Indemnity Co., New York... 

Lexington Surety and Indemnity Co., New York 
Lloyds Casualty Co., New York............ ' ‘ 
London & Lancashire Indem. Co. of America, New York 


The Metropolitan Casualty Ins. Co. of N. Y., Newark, N. J. 






National Surety New York 

New Amster usualty Cx Baltimore, Md 

New York Casualty Co.. New York ‘ 

“New York Indemnity Co., New Orleans, La. ee 
*The Preferred Accident Insurance Co. of New York 
Royal Indemnity Co., New York “ee : 
Seaboard Surety Co., New York 

'Southern Surety Co. of New York , 
Standard Surety and Casualty Co. of New York. 
Sun Indemnity Co. of New York inca ads aie 
United States Casualty Co., New York 

United States Guarantee Co., New York : : 
The American Liability and Surety Co., Cincinnati 
The Ohio Casualty Insurance Co., Hamilton 


Philadelphia 


Alliance Casualty Co., ‘ : 
Co., New York, N. Y. 


+American Re-Insurance 
Commonwealth Casualty Co., Philadelphia 
The Constitution Indemnity Co. of Philadelphia 
Eureka Casualty Co., Philadelphia i ‘ ; 
Indemnity Insurance Co. of North America, Philadelphia 
Independence Indemnity Co., Philadelphia. 


National Union Indemnity Co., Pittsburgh 
Western Surety Co., Sioux Falls 
American General Insurance Co., Houston 
American Indemnity Co., Galveston 
Employers Casualty Co., Da!las 
Texas Indemnity Insurance Co., 
General Casualty Co. of America, 
United Pacific Casualty Insurance Co., 


Galveston 
Seattle ‘ 
Seattle 









Qualifying 
On Basis of Financial State- 


Powers 


ments as of June 30, 1931 


Capital 


$500,000.00 
1,000,000,00 
250,000.00 
500,000.00 
1,500,000.00 
3,000,000.00 
1,250,000.00 


3,000,000.00 
1,500,000.00 
900,000.00 
3,500,000.00 
300,000.00 
750,000.00 
1,000,000.00 
1,000,000.00 


6,000,000.00 
5,000,000.00 


10,000,000.00 


1,000,000.00 
4,000,000.00 
1,000,000.00 
1,000,000.00 

750,000.00 


2,500,000.00 
1,000,000.00 
1,500,000.00 
1,000,000.00 
1,000,000.00 
750,020.00 
300,000.00 
845,633.33 


800,000.00 
760,000.00 
7,500,000.00 
1,000,000.00 
750,000.00 
571,760.00 
1,200,000.00 
1,000,000.00 
5,000,000.00 
00 
00 
00 
00 


00 


1,000,000. 
1,500,000, 
2,500,000. 
1,000,000, 
2,500,000. 


oo 
00 
00 
oo 
00 
00 
00 
oo 


1,500,000. 
262,500. 
650,000, 

1,000,000. 
250,000 

1,000,000. 
750,000. 

1,500,000. 


5,000,000.00 
.500,000.00 
.500,000.00 
800,000.00 
750,000.00 
500,000.00 
,000,000.00 


750,000.00 
1,500,000.00 
1,000,000.00 
1,500,000.00 
1,000,000.00 

500,000.00 

600,000.00 


1,000,000.00 
1,000,000.00 
1,250,000.00 

500,000.00 
1,000,000.00 
1,250,000.00 


1,000,000.00 
286,900.00 
400,000.00 
600,000.00 
300,000.00 
300,000.00 
500,000.00 
400,000.00 


Surplus and 
Undivided 
Profits 
$754,812.96 
2,365,699.2: 








7,002,963.63 
2,691,801.37 
276,001.5 
3,485,610.7 
257,660.05 
502,782.32 
1,000,000.00 


577,894.87 


4,496,305.2 
3,430,020.41 
8,700,563.62 
503,649.38 
3,811,156. 
377,761.02 
1,018,458.7 
500,000. 


1,015,283.57 
828,045.12 
2,250,000. 
795,188.6 


1,294,705.2% 





997,839. 
784,235. 
5,528,499. 
828.040. 
400,000. 
220,055. 


00 
43 
a Pa 





: 06 





00 
00 





1,084,000.50 
371.4% 


757,37 2 
1,194,399.52 


e-e8 90r = 
8,.373,335.57 


4,500,000 
350,183.6 
144,220. 

1,968,019. 

3,015,059. 


552,995.38 


627,946.37 
1,237,287.19 
814,967.82 
156,661.03 
2,967,295.39 
965,747.48 
540,814.99 


882,493.50 


2,523,481. 


816,986.92 
828,788.25 
2,927,691.5 


801,892.1 





299,866.07 
209-119. 
177,041.44 

87,098.10 


618,634.57 


199,499.4 


October 





The limit for which these companies may be accepted 
cent of the combined capital and surplus: 


Limit 
on Any 
One Bond 


$125,481.30 
336,569.93 


1,000,296.36 


1,049 ,630.52 


1,870,056. 


~ 
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,302,849.§ 


419,180.14 
117,600.16 
698,561.07 

55,766. 
125,278.23 
200,000.00 
157,789.49 


843,002.04 
36 


150,364.94 





351,528.36 
182,804.51 
375,000.00 
179,518.87 
229,470.52 
148,747. 


87,885. 


179,783.$ 
154,423.57 


182,804. 
115,000. 

79,181.54 
203,273. 
191,289.31 


7.20 
33.38 
-95 
160,000.00 
750,000.00 


245,276.06 
40,982.2° 
100,881.5 
202,523,7 
33,873. 
208,400.05 
150,737. 
269,439.95 





.337,333.56 


900,000. 
185,018.36 

94,422. 
371,802.05 
551,505.$ 
155,299.54 


181,496.78 
165,666. 
396,729.54 
146,574.75 
114,081.50 





120,933,57 
$1,251.: 
69,986. 
80,911.9: 
47,704. 
38,709. 
111,863.46 


59,949.§ 





1931 
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Bill to Amend Compulsory 
Law Expected This Week 


insurance Committees in Numer- 
ous Conferences; Flat Rate 
Plans Opposed 


Boston, MAss., Oct. 20—A bill to 
amend the compulsory automobile lia- 
bility insurance law will be reported 
this week, it is expected, by the Massa- 
chusetts Legislative Committees on In- 
surance and Judiciary. It is generally 
understood that the bill will contain a 
number of provisions set forth in the 
bill submitted by Governor Ely last 
Thursday for consideration of the two 
committees, which have been sitting 
jointly at hearings and executive ses- 
sions since the Legislature was called 
in special session, Sept. 28. 

Members of the committees had a 
lengthy conference yesterday afternoon 
with Governor Ely. Later the Gov- 
ernor said he had no comment to make 
for publication. 

The committees met yesterday in ex- 
ecutive session and discussed various 
phases of the bills under consideration. 
It was decided, after considerable de- 
bate, it is understood, to report the 
bill urged by the Governor, calling for 
creating of a State rating and investi- 
gating bureau, establishing a definite 
time limit on filing of personal injury 
claims and to put an end to “guest 
claims” filed by persons injured while 
riding in the auto of the insured. 

It is likewise understood the com- 
mittee postponed action on the addition- 
al proposal contained among the Gov- 
ernor’s recommendations of establishing 
a system of demerit rating and per- 
sonal deductibility plan. This was done, 
it was said, in order to give the spe- 
cial delegation from the two commit- 
tees an opportunity to confer with 
Governor Ely to learn whether he 
wished to take responsibility for the 
measure in the form in which it would 
- presented to the full membership 

f the committee for approval. 





' Certificate of authority terminated July 16, 





SPORTS INSURANCE WANTED 
IN INDIANA 


An entirely new source of in- 
surance in Indiana is expected to 
be developed during the next few 
months. Arthur L. Trester, com- 
missioner of the Indiana High 
School Athletic Association, has 
sent questionnaires to every high 
school principal in the State 
which is to be filled out at the end 
of the present football season 
showing all injuries sustained by 
players. Information is asked 
regarding the number of each 
type of injury, the expenses en- 
tailed and who paid them. It is 
said the ultimate intention of the 
commissioner is to seek some 
form of coverage for accident and 
life of players. If something can 
be worked out along this line for 
football, it is likely the same 
thing will be adopted for basket- 
ball. Nearly 800 ten-men basket 
ball teams play during the winter 
season and injuries are numerous. 











That will probably be the rate of the 
flat rate and personal responsibility 
bills, it is expected, although many of 
the measures may be revived when they 
come into the Legislature for final ac- 
tion. Both the latter proposals have 
friends in the House and Senate, and 
an attempt to have them put to a vote 
is practically assured in both cases. 

Following the regular session of the 
committees, the delegates went into 
conference with Governor Ely to dis- 
cuss his views in the matter. 

In the measure which the Governor 
sent to the committee last week there 
were containe the changes he has in 
mind in the present law. The joint 
committee in taking the matter under 
consideration were not certain whether 
the Chief Executive intended this bill 
as a recommendation or desired it re- 
ported by the committee in the form 
presented. 


1931. Business transferred to International Re- 


nsurance Corporation, incorporated under the laws of the State of Delaware. 


* Certificate of authority issued July 16, 1931. 


Reflects reduction on August 18, 1931, of capital from $2,500,000.00. 


‘Business reinsured with Lloyds Cc asualty Co., New York, mm. Bn 


effective Way 15, 1931. 


Merger with Lloyds Casualty Co. approved August 28, 1931. 
‘Name changed to Lexington Surety and Indemnity Co., New York, N. Y., on May 1, 1931. 
® Formerly Grand Central Surety Co., New York, N. Y. ’ 
* Reflects reduction on July 21, 1931, of capital from $2,000,000.00. 


* Business reinsured with Union Indemnity Co., 


’ 1931. New York Indemnity Co. 


New Orleans, La., under agreement dated May 


* Reflects reduction on August 22, 1931, of capital stock from $1,500,000.00 and pending rein- 
rance of approximately $4,000,000. 00 of unearned premium reserve. 
1° Discontinued transaction of fidelity and surety business. Certificate of authority terminated 
igust 26, 1931. New bonds not necessary for time being. Merger with Independence Indemnity 


Co., Philadelphia, Pa., pending. 


Foreign Companies Authorized to Do a Reinsurance Business Only 


> Employers’ Liability Assurance Corporation, 
» European General Reinsurance Co., Ltd. 
e Guarantee Co. of North America, New York, 


ndon Guarantee and Accident Co., Ltd., New York. RS 
e Ocean Accident and Guarantee Corporation, Ltd., New York, N. Y. 
nited British Insurance Co., Ltd., New York, N. Y¥ 
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Qualifying 


Net Assets Power 
Ltd., ain, Mass... $6,220,012.36 $622,001.24 
, New York, N eee 2,500,000.00 250,000.00 
pecan we cubiaweee 1,47 8 en 49 147,883.15 
f li 425,289.51 





112'778.86 
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Michigan Puzzled by Bonds 
for Public Officials 


Companies Unable to Provide 
Protection Because of Insecure 
Legal Data 


LANSING, MicH., Oct. 19.—An espe- 
cially disturbing angle of a difficult 
surety bond situation was the subject of 
a conference here during the past week. 
The particular matter considered was 
that relative to coverage of city, village 
and township treasurers under short 
term bonds protecting these officials and 
the interested political subdivisions 
from loss in connection with the col- 
lection by these officers of county and 
State taxes. The moneys thus col- 
lected are only temporarily in the 
custody of the city, village and town- 
ship treasurers who are deputized to 
handle the collections for the political 
units to which the levies are eventually 
turned over. 

Because the officials are subject to 
no special legal provisions for safe- 
guarding these funds and may place 
them in any suitable depository, the 
surety companies have been refusing 
the business becuase they have feared 
the possibility of being rendered liable 
through the failure of banks in which 
such funds have been placed. 

The question of liability in event the 
funds were tied up in a closed bank 
has frightened the surety companies 
and has even more acutely worried 
the officials themselves in view of the 
general refusal to furnish them with 
bonds. The tax collection problem has, 
therefore, been greatly complicated all 
over the State. 

The governor and atorney general 
conceded that the surety companies‘ 
diagnosis of their probable liability 
was correct and that they could be 
held under such circumstances. They 
were unable, however, to suggest any 
method of obtaining a Supreme Court 
opinion on the issue without carrying 
through a specific case. Only one such 
action has arisen, in Monroe County, 
and it has been on the docket for trial 
in the Circuit Court for some months, 
indicating that any early decision is 
most unlikely. 

The conferees discussed several pros- 
pective courses of action. The most 
probable one, it was indicated, con- 
templates sending a _ representative 
from Michigan to confer with surety 
company executives in New York in 
the hope that the latter may suggest 
a solution. The possibility of enacting 
suitable legislation to dispose of the 
situation, perhaps by releasing the 
officials from responsibility for funds 
in closed banks, was also considered. 
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GEORGE B. BUCK ALEXANDER C. GOOD 
CONSULTING ACTUARY 


ACTUARY 
807 Paul Brown Bldg. 


Specializing in Employees’ - 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Aadits Calculations Consultants 
Examinations Valuations 


25 CHURCH STREET NEW YORK 








oe L. A. GLOVER & CO. 
JNO. A. COPELAND Consulting Actuaries, Life Insurance 


Accountants, Statisticians 








Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


128 North Wells Street, Chicago 















































MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 


FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 
Fred B. Swartz, C. P. A. 


ERSTON L. MARSHALL FP 


CONSULTING ACTUARY THE BOURSE PHILADELPHIA 
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Consultants 
Actuarial, Accounting and 
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90 John St. New York 
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T. J. McCOMB J. H. O’ROURKE, Jr. 


: UNDER COVER AND STRAIGHT 
CONSULTING ACTUARY CLAIM INVESTIGATIONS 
PHONES: 

Colcord Bldg. Oklahoma City, Okla. LOMBARD 1674 GERMANTOWN 5103 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephone State 7298 
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JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Trepical Business 


2004 WEST END AVE., NASHVILLE, TENN. 

















J. Charles Seitz, F. A. I. A. 


Consulting Actuary 
Author “A System and Accounting for a Life 
Insurance Company" 
Attention to 
Legal Reserve, Fraternal and Assessment 
Business— Pensions. 
228 North La Salle Street, Chicage, Illinois 
Phone Franklin 6559 




















Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
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